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FOR GREATER 


Now, the acknowledged versati de: 
TROFFER Units is further ext@@igaBy the 
addition of Leader Moulded Plastie@ouvers. 
These louvers provide 40° horiz@ ital and ver- 
tical shielding . . . they swing either way for 
easy maintenance and relamping . . . they are 
“destaticized” and guaranteed against warpage 
and discoloration. 

Cash in on this advantage that Leader Troffer 
offers. A new, expanded market is opened up 
for you... schools, offices, hospitals, banks and 
other commercial interiors. Write Leader for 
full details. 


Sold and installed by the better 
YY electrical dealers and contractors 
* 4 . e 
ys America Ne Lighting Equspmant Manufectianr 


LEADER ELECTRIC COMPANY © 3500 North Kedrie Avenue © Chicago 18, IIlinois 
leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario « Conada 














a 
for FUSE ECONOMY 


this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of “economy vetay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to its original effi- 
ciency by simply inserting an inexpensive ~economy 
pe..ay” Renewal Link in the same cartridge. 

Takes only a minute or two; costs only a few 
cents!—And you Conserve Precious Brass and 
Copper. 


Your Electrical Wholesaler has 
“ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenvicw ave, cuicaco 14, iLtinois aervsscerazvss es 


ELECTRICAL WHOLESALERS—When you corry all stondord capacities of 
5170 EW “ECONOMY DE-LAY” Renewable Fuses and Renewal Links in stock, you 
é get Profit PROTECTION, by moking Soles that might otherwise be lost. 
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Basic Starter Mechanism 















































General purpose 








enclosure — with of 
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ACTIONAL H.P MANUAL STARTER 
HAS ALE THE FEATURES! 


DESIGN LEADERSHIP 
IM THESE FEATURES: 


ov Quick-make, quick-break contact mechanism 
Vv Single or double pole construction 
/ Double break contacts of fine silver 


v Modern styling 


ao Straight-through wiring with convenient 
terminals—generous wire space 


/ Dependable melting alloy type 
overload protection —trip-free 





of Definite trip indication 
o/ Interchangeable overload relay units 
accessible from the front 


oY Open type starter can be used with 
standard switch box and flushplate 






right: 
Class 2510 





RATINGS 


Double pole 
1 4P., 115- 
230 volts 
AC. of D.C. 


Single pole 
1 H.P., 115- 
230 volts A.C 
and % HP. 





115-230 

































Explosion-resisting 
enclosure. For hazard- 


Flush mounting. Basic starter 
mechanism can be used with 
standard switchbox and flush 


ous locations — Class | 
Group D and Class |! plate — or with flush plate only 
Groups E, F and G. for machine tool cavity mounting 


volts D.C. 


4041 N. Richards St., Milwaukee 12, Wisconsin. 


Wrile tor Bulletin 2510A. Address Square D Company, 





























































































































SQUARE D COMPANY CANADA LTO.,T 








ORONTO « SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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in our National Vefense 


The making of fluorescent ballasts uses critical materials 


required in our national defense program. 


The Lighting Industry can best conserve available materials by using 
them most efficiently. To assure Jong, trouble-free ballast operation, 
full lamp life, rated light output and satisfactory fluorescent 
performance, insist on CERTIFIED BALLASTS in all fixtures. 


CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, Inc., which 


certifies they meet the precise specifications that assure efficient operation. 
TO BE SURE |. . look for the CERTIFIED shield on the ballast. 
Participation in the CERTIFIED BALLAST program is 


open to any manufacturer who complies with the require- 


ERTIFIE 
ments of CERTIFIED BALLAST MANUFACTURERS. 


= EATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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EVERYTHING YOU NEED 
EVERYTHING YOU WANT 


IN JUST SIX CUTLER-HAMMER MULTI-BREAKERS 


These six Cutler-Hammer Multi-Breakers that 
provide from one to 20 circuits meet all domes- 
tic protection needs . . . small homes, medium 


size homes and large homes. The fundamental UP TO 20 Cl RCUITS 


unit is a block with four single pole breakers of 
various capacities. These blocks (plus the use 
of single pole “ad-ons’’) can be combined to FOR ALL DOMESTIC 
provide any combination as shown in the pic- 
tures. You carry a small stock and you make PROTECTION NEEDS 
up the Multi-Breaker you want—for the job— 
on the job. 
1 These Cutler-Hammer Multi-Breakers offer 
—E— you and your customers every wanted feature 
7 ee Sy at ... circuit interrupter that ndeds only the touch 
mum needs. Ask for MO! a . ° 
of a little lever to restore service, “‘slow-fast”’ 
thermal magnetic element that is slow to act on 
harmless overloads: acts instantaneously even 
on low value short circuits (a standard feature 
that is provided at no extra cost), safe, factory- 
sealed mechanism, attractive appearance which 
harmonizes with modern architecture . . . and 
world-famous Cutler-Hammer dependability. 
Carried in stock by reliable wholesalers every- 
where. CUTLER-HAMMER, Inc., 1327 St. Paul 
Ave., Milwaukee 1, Wisconsin. 


y A TWO POLES 
The Multi-Brecker for small 
homes. Ask for MO2 


Goer ' v | 4 POLES BASIC 
3 _ FOUR POLES ij se’ b ; « UP TO 20 POLES 
« in a single block. ; : ; se 4 ' Made by adding four-pole 
One and two pole combina- } me ‘2 7 “plug-in” ynits. Ask for MO20 
tions. Ask for MO4 ; ; 


4 POLES BASIC / 4 POLES BASIC 

© 5-6-7-8 POLES « UP TO 12 POLES 
Made by adding single pole ' ik | / Made by adding four-pole 
units. Ask for MO8 “plug-in” units. Ask for MO12 
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OTHER PROFIT ITEMS 
FOR YOUR BUSINESS 


Porcelain receptacles built for long 
life and dependable service. Imper- 
vious to normal lamp heat. Excel. 
lent insulators. Easy to keep clean. 
Easy to wire and install. 


BACKWIRED or conventional wired 
Switches and Receptacles, Latest 
designs for easy installation. 











For OUTDOOR installations ex- 
posed to weather .. . for INDOOR 
installations exposed to excess 
humidity. 


Flush tumbler switch has small 
Bakelite base, installs quickly. Ex- 
tremely sturdy. Type “T” rating 
for 10 Ampere loads. 





OFFER YOUR CUSTOMERS 


¢ 
° / / 6 6 t lj 
—_ 
Give the architect and contractor more latitude, and assure them of higher quality, 
by stocking our complete line of wiring devices. This line gives you “bread and 
butter” items, labor-saving features, and specialties. It's up to date for today’s 
construction. You'll find no more complete line anywhere. Remember, more wiring 
devices are being sold today than ever before. Get your share of this profitable 


and repeat business. Be prepared to render a complete service, and prompt ship- 
ment, from adequate stocks of these high quality, reliable, accepted wiring devices. 


We are promoting the importance of adequate 
wiring, and quality wiring devices, through a series 
of ads like these to the architects and contractors 
who are the major buying influences. The rest 


aa” 

a 

is up to you. 2 
r zz 
Branches in: Boston, Chicago, Cleveland, Cincin- 4 


nati, Dallas, Denver, Detroit, Los Angeles, New 
York, Philadelphia, San Francisco, Syracuse 
In Canada: Arrow-Hart & Hegeman (Canada) 
ltd., Mt. Dennis, Toronto 
For more information, write today te: 
1612 Laurel St., Hartford 6, Conn. 


QUALITY MADE — PROMOTED TO YOUR TRADE 
d ‘. HART ‘ 
Co. 
WIRI NG HEGEMAN 
DEVICES DIVISION 


ENCLOSED 
SWITCHES 
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Nice guy—but fussy—purchesing agents 
have to be. We're designing an addition to his com- 
pany’'s jet plane factory. He drops in frequently to 
make sure he gets only top quality material. We 
specified Triangle wire, cable and conduit —every- 
one knows there's none better. 


“Here's @ sample of Triangle's Glezon," ! 
told him. “it has a glass braid that won't rot, burn, 
absorb moisture or deteriorate with age. You can't 
take ch with electrical failures-— especially in 
defense plants. We specify Triangle because we 
know it’s right." 





| Me 
aN 
Ay) \\ 
I showed him a piece of Triangle Rigid Con- 
duit. “This conduit is galvanized in 99.85% pure 
zinc—and see that tough coct of lacquer? It's a 
special formula made to Triangle’s rigid specifica- 
tions. It gives extra protection. It won't chip or 
flake on bending, which means, no breaks in gal- 
vanizing—no rust—no corrosion.” 


1 showed him a picture of Triangle's New 
Br rick Plant. ‘Mill of feet of electrical wire 
and cable a month are produced here to fill defense 
orders. Their machinery and methods are the most 
modern I've ever seen. When they say, ‘It must be 
right,’ you know it is right.” 
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ELECTRICAL 
DISTRIBUTORS 


Intensive Triangle adver- 
tising appears regularly 
in all leading electrical 
magazines. These adver- 
tisements always suggest: 
“Ask your electrical dis- 
tributor!” If you would 
like reprints of any Tri- 
angle ad for distribution 
to your customers and 
Prospects, just drop us a 
note or contact your Tri- 
angle salesman. 





son rwo FMT 


THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 








use and neater 
ce, Briegel All-Stee! 
ttings not only make 
nnections but alsc 
Ob more profitable 
world over 
their cost cutting 
s and the face that they 


each wiring job a better 


+ 
It is only natural .that 
evel Fittings are the most 


ed E.MUT. « 


pret enge 





alll! 
uu 
CO. 


\GALVA, * ILLINOIS 





Ht Clifton Conduit Co., Jersey City, N.J 
stown, Ohio, Enameled Metals, Pittsburgh, Penn 
ndu Mfg. ¢ Ltd. Preston, Ont 
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A complete line meets customer demand 


for it takes 


NOT ONE...NOT TWO 
...but ALL THREE 
ELECTRICAL 
TAPES 


to meet electrical insulating requirements 
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@ No one tape can do ali jobs—it takes the 
correct tape or the right combination of tapes, 
depending upon specifications and requirements. 
DUTCH BRAND insulating tapes ore made 
by specialists in electrical tape manufacturing, 
experienced through yeors of close association with 
the electrical industry. These men hove a full 
understanding of electrical insulating problems. It is 
this experienced background that has produced these 
high quality DUTCH BRAND electrical tapes, so 
well known for over forty years. 
That's why we repeat, it takes NOT ONE .. 
NOT TWO... but ALL THREE electrical 
tapes to meet requirements. 





VAN CLEEF BROS. [NC. 


Rubbe 


7800 WOODLAWN AVENUE © CHICAGO 19, ILLINOIS 





FIGURE A 


A C M E E L E C T R | c ssa — 1/10th to 1 KVA, may 


DRY TYPE 
TRANSFORMERS J 


A insulation only. 
A compact design that 
may be mounted in any 
convenient position. Mul- 
tiple size knockouts in 
large lead compartment. 


are Bought... 
not Sold! 


When one of your customers decides to save money and 
time by distributing power at a high voltage and eliminate 
double wiring, operate 120 volt equipment from power s : 

. “ } . te . For outdoor or indoor instal- 
circuits, provide a 3-wire secondary circuit from a two-wire Sten caneited with walt 
source of supply, boost voltage, balance voltage, or in- brackets which are integral 
sulate a circuit, you have a ready made buyer for Acme with frame. 

Electric Air Cooled Dry Type transformers. 


FIGURE G 


The applications for these transformers are created by 
necessity, good plant engineering and experienced main- 
tenance, which leaves you only with the need to point out 
feature by feature the greater values of Acme Electric 
Air Cooled, Dry Type transformers. 


Every Acme Electric design shows sturdy construction and 

simple, practical features for installation. Their perform- 

ance characteristics exceed the standards established by 

the American Institute of Electrical Engineers. Constructed 

from materials of highest quality, to assure long life and neuns J 

trouble-free service. For platform mount- 
ing only, supplied 

Familiarize yourself with the Acme Electric line of Air with mounting rails 

Cooled, Dry Type transformers. Write for Bulletin AC-185 and eye nuts. 

describing single phase transformers Class A and Class B 

insulation from 1/10 KVA to 167 KVA. All standard volt- 

ages up to 600 with taps. Distribution transformers from 

3 to 100 KVA, 2400/4160Y primary volts. Phase chang- 

ing transformers from 3 to 50 KVA. Bulletin AC-186 lists 

3 phase transformers from 9 to 225 KVA. 


Acme Electric manufactures Luminous Tube Transformers * Air Cooled, 
Dry Type Power Transformers, Class A and Class B Insulation, Single 
and 3 Phase * Electronic Transformers * Television Transformers * 
Radio Transformers * Radar Transformers * Bell Ringing Transformers 
* Chime Transformers * Voltage Regulating Transformers * Safety 
Transformers * Signalling Transformers * Stepdown Transformers * 
Control Transformers * Sign Lighting Transformers * Oil Burner Igni- 
tion Transformers * Fluorescent Lamp Ballasts * Cold Cathode Lighting 
Transformers and Ballasts * Voltage Stabilizers * Battery Chargers. 


ACME ELECTRIC CORPORATION 
6712 WATER STREET CUBA, NEW YORK 


on 
Aeme=ii= Fleetrie iow 
7: eee ee 8B oR aa tee 


Three phase construction offers drip proof cover and 
damage proof case. Multiple knockouts simplify installation, 
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Ki LLA Re al alumalloy fittings 


& No more time-wasting, profit-consuming fishing 


for wires through burred fitting installations. 


& Exclusive KILLARK Die-Cast ALUMALLOY fit- 
tings make this unnecessary and old-fashioned. 
You'll find it ‘easy fishing” on any job where 
you use Killark. You can’t skin insulation or 


hands on their satin-smooth finish — inside or 


out. 


That's because every Killark fitting is die-cast 
under 10,000 Ibs. pressure—to offer you a new 
as well as 


combination of other features 


smoothness (high-strength, safety, durability 
plus long non-corrosive life) never before at- 


tainable in one fitting. 


“KILLARK —a Fitting Name to Remember” 


Killark Alumalloy Fittings meet Govt. Specifications 


St. Louis 13, Missouri 


140 Spear St 

412 Seaton Street 
8319 Mack Ave 
1901 Griffin Street 


Vandeventer and Easton Aves. — 


PITTSBURGH 
CHICAGO 
DENVER 
SEATTLE 


SAN FRANCISCO 
LOS ANGELES 
DETROIT 

DALLAS 


50 26th Street 
564 West Adams Street 
814 Twelfth St 
4130 First Avenue South 


156 Purchase St 
216 Burnet Ave. 
121-123 Morket St. 
69 Mills Street N. W. 


BOSTON 
SYRACUSE 
PHILADELPHIA 
ATLANTA 


COLUMBUS 


SALES OFFICES and 
WAREHOUSE STOCKS 


2620 Welsford Rood MINNEAPOLIS 924 Andrus Bidg. NEW YORK 30 Irving Ploce 


SALES OFFICES 


CINCINNATI 


49 Central Avenue 


KANSAS CITY, MO. 
614 West 26th Street 


BALTIMORE 
401 Natl. Marine Bank Bidg 








LOADS 
ARE 
GROWING 


Curve of kilowatt-hour 
soles shows the spectacu- 
lar growth of electrifica- 
tion since the early years 
of the century. 
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BILLIONS OF 
KILOWATT-HOURS 
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USERS DEMAND-— 


LLiT 
Ui 
PROTECTION 
a. Common operation of all contacts prevent 
single phasing 


b. Instant orc quenching assures immediate 
fault interruption. 


CONTINUITY 
OF SERVICE 


Quick, visible indication of breaker operating 
position speeds service restoration 


VERSATILITY 


interchangeable and adjustable trip units 
meet changing load conditions 


INSTALLATION 


Accessibility and plenty of space for cable 
entrance and connection 


APPLICATION 
FLEXIBILITY 


A full complement of protective and auxiliary 
devices 


| 
| 
| 
| 
| 
| 
| 
| 
| 





1-T-E OFFERS 
INDIVIDUALLY ENCLOSED 


Molded Case 
Circuit Breakers 


Large Air 
Circuit Breakers 


Ratings up to 600 volts a-c, 250 volts d-c; 6000 amperes 
In four enclosure types 


NEMA 1 
NEMA 1-A 
NEMA 3, 4, 5 
NEMA 7 


General Purpose 
Semi-dust-tight 
Woater- and dust-tight 
Explosion-proof 


General Purpose 
Dustproof 
Dust-tight 
Weatherproof 





ter Distributor- 


There's a big market- 


Constantly increasing so ap loads and new construction require high- 
capacity circuits. Circuits that control costly capital equipment require 
the type of protection—that only circuit breakers can give. 





Increased production demands continuous operation of equipment. 
Outages must be minimized by the swift restoration of service—that only 
circuit breakers can provide. 


for Circuit Breakers - 


Circuit Breakers provide absolute dual protection of equipment through 
predetermined delayed tripping under sustained overloads and instantane- 
ous tripping under short-circuit conditions. 


They sustain production by operating effectively under full rated 
load—they do not trip on harmless momentary overloads. 


They restore service immediately. After serious overloads or short 
circuits, only reclosing is required. And remember, I-T-E breakers are 
trip-free on overload. 


from the complete |-T-E line, 


You can always select the correct type and ating,of circuit breaker (for 


use in any power or {Pr oc gens for al 


1-T-E Circuit Breaker Co. 


Enclosed 


LOW VO arte: Please send me Bulletins 5107-D and 5108-D 


describing I-T-E enclosed air circuit breakers. 


AIR is 
CIRCUIT BREAKERS « “vem 


ADDRESS 














CITY. ZONE ___STATE___ 





























KEEP LIGHTING EFFICIENCY UP! 


with New 


JEFFERSON TRANSFORMERS 


For Mercury Vapor Lamps 


@ Correctly and specifically designed for 
modern lighting service—Jefferson Trans- 
formers provide the proper starting and 
safe operating voltage and current for 
long-life, lowest cost lamp operation. The 
Jefferson accuracy of design controls the 
voltage and current to uniform predeter- 
mined specifications so vital to satisfactory 
lamp performance. 

Designed by transformer specialist engi- 
‘neers and by a company that has devoted 
over 35 years to this one type of product 
— these transformers keep yous 
mercury lamp lighting efficiency up 
and maintenance down. They are 


designed to meet the specifications of lead- 
ing lamp manufacturers. 

Both the single and two-lamp Trans- 
formers have three primary taps so a close 
match with the voltage of circuit to which 
lamps are connected can be selected for 
best results. 

Wiring compartments of Indoor Types 
are roomy, '2-in. and 3%%4-in. knockouts 
provided and fittings at top and bottom 
for conduit and for suspension installation. 

Our new Bulletin 521-5 includes com- 

plete data on indoo: and outdoor 
transformers. Copy will be mailed 
on request, 


JEFFERSON ELECTRIC COMPANY © Bellwood, lilinois 


IN CANADA: Canadian Jefferson Electric Co., Lid., 384 Pape Ave., Toronto, Ont. 
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Jefferson Transformer 
for wall, post, ceiling, 
pendant of messenger 
wire mounting. 


Two-lamp Tronsformers 
serve two lamps, pro- 
vide many savings in 
first cost, wiring ond 
installation 


Weatherproof outdoor 
type for lamps used in 
lighting plant areas, 
oundaries, building 
fronts, etc., suitable for 
attaching to woll or 

. OF installed on 





gives you 2 complete 
easy-to-use catalogs for 
quick, proper specification 
covering every lighting need 


“DYNALITE” LIGHTING FOR INDUSTRY 


a <Q] cowmercin FLUORESCENT LIGHTING 


‘ Specifications 
Product & Application 


Ructeetion —- seh ae aa 


Listings & Data 


complete 

Uniform data 

on every page 
for quicker, easier 
specification and 
sale—a real 

help 


Curves & Coefficients § 


Dimensions & of Utilization 


Cross Sections 


MITCHELL MANUFACTURING COMPANY, Dept. 1M 


For fast, simple specification of preferred 2525 N. Clybourn Avenue, Chicago 14, Illinois 


' 
i 
1 
r 
quality lighting, use the new complete ; 
MITCHELL Catalogs. Here are full details on | Please send me a copy of 
74 superb Commercial Luminaires and 82 H : wnlel Eistition Catal 
Dynalite Job-Rated Industrial units, pre- 5 Cj Mitchel OER = — ; — 
sented in clear, quick-reference form. Select (J Mitchell ‘“‘Dynalite’’ Industrial Lighting 
instantly the exact units you need to fill the Catalog 
bill for every lighting requirement. Rely on 
MITCHELL for the finest lighting equipment 
at sensible prices. Send for these new 
catalogs now. 


Name 





Firm 





MITCHELL MANUFACTURING COMPANY | 422°: 


2525 N. CLYBOURN AVE., CHICAGO 14, ILLINOIS 
in Canoda: Mitchell Mfg. Co, Lid., 11-25 Dovies Ave. Toronto 





City Zone ST 
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LRESGENT ENDURITE 


DUAL PURPOSE WIRE & CABLE 


“S00 
£09 
"e00y HY. 7 
IC, Orp 


AW. 
0 
X C 


No, LA. 
sessing ok-oune CRESCENT ENDURITE as TYPE RH will tive ts se 
cost per ampere of useful circuit capacity. Te. 


For branch circuits requiring small size conductors, Voleage Drop ie es Gg : 
factor in the choice of conductor size. 


There is also a definite advantage to you in the REDUCTION OF STOCKS as this 


one wire will meet all your building wire requirements for both the usual dry location and 
the occasional wet location. 


It makes the most efficient use of critical materials. 


Send for Bulletin giving Comparative Current-Carrying Information 


CRESCENT INSULATED WIRE & CABLE CO. 
Trenton, New Jersey, U. S. A. 
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(... 150 WATTS 
IN 100-WATT 
SIZED BULB) 


Sure, this new Sylvania Kitchen Lite is small in 
size, but it’s big in power... big in popularity 
... big in sales! 

Same size as a 100-watt bulb, it fits all standard 
fixtures. But, it shines out a full 150 watts. Ideal 
for kitchens, laundries, work shops, playrooms, 
and garages. Etched “Kitchen Lite” for easy 
identification. 

ee And get this FREE powerful promotion! 
Here’s everything utilities and dealers need to 
J = Faq keep sales of this bulb zooming ...a complete 
14" x 18" & g promotion program. 
Window ‘ . cil . . 

: Here are big, colorful window cards, counter 
cards, and streamers. Professional ads, too... all 
ready in mat form to furnish to local papers. And 

we it’s all free. Mail the coupon for full details now! 
Counter Card 


' Sylvania Electric ar New og ee : ai 
| rst a details — ¢ 
‘i = Please ee P Prost | ae. 
be Name. --- nk 
{ i Company. 
. sereet--- 070°" 
Cees 


LIGHT BULBS; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; RADIO 
TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQuIP- 
MENT; PHOTOLAMPS; TELEVISION SETS 
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@ Power Plugin, the midget size Busduct is the an- 
swer to today's demand for greater plant production 
efficiency. Available now for 4 wire 3 phase service, 
3 wire 3 phase service and 2 wire, single phase, 
@ Power Plugin provides convenient plugin out- 
lets all along the line, permitting machines to be 
moved in and out of production lines without slow- 
ing down or delaying operations. 


@® Power Plugin provides 60 amp., main feeder 
capacity for 4% to 3 H.P. 240 volt motors, AC or 
DC, with conventional type fuses, and 7% H.P. 
maximum with dual element fuses. In its new design 
@ Power Plugin also provides 208 volts single 

phase or three phase 


for power to motors, and 120 volts for light where 
individual illumination on machines is desirable. 
It also provides 120 volts for small pump motors 
on return lubrication systems. 


Underwriters’ Laboratories approved, @ Power 
Plugin is only 34 inches wide and 2 inches deep! 
in size. It is available in $- and 10-foot sections with’ 
plug-in outlets every 20 inches; additional outlets on 
special order. Special lengths are also available for 
application on production benches and machines. 


For further information on this new, convenient, 
flexible and efficient system of power distribution 
contact your nearest @® representative (he’s listed 
in Sweet's) or write for Bulletin. 


greater capacities—225 to 1,000 amps, 600 volts. 


{ Plugin @ Buiduct is available to meet the need for } 


Bulletin No. 701 contains complete information. 


k eCdam Electric Co. 


BOX 357 « ST. LOUIS 3, MISSOURI 


“Our 60th Year” 
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MILLIONS OF 


ACHE ANE THE 
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Stab sloks.«: 


Registration Applied For 


AEASUNS WHY 


STAB-LOKS pass the same exacting U. L. electrical tests as the highest priced A.C. 
circuit breakers. And now mechanical comparisons of the five most popular 
breakers give still further proof that Stab-lok gives you most for your money. 
@ Stab-lok is a BIG, FULL-SIZE BREAKER! 
e Stab-lok has FEWER and MORE RUGGED parts! 
e Stab-lok uses metal where it counts — CARRYING CURRENT! 
...@ whole combination of features that make Federal Noark Stab-lok the 
best breaker at any price. 


INDEPENDENT LABORATORY TESTS OF FIVE POPULAR CIRCUIT BREAKERS SHOW: 


% Total % Total % Total Weight 
Total No. of % Weight of Weight of of Current 
Total Case and Metal Carrying 


Brand 
Parts Ports Weight Handle Parts Assemblies 





STAB-LOK 22 1 100.0 100.0 100.0 100.0 
Cc 31 5 82.2 76.8 88.0 53.8 
E 24 : 80.4 83.3 48.7 


B 28 . 56.0 97.6 48.7 


D 31 . 76.8 88.0 53.8 





Stab-loks have been on the market for only a Stab-lok is easy to install and, thanks to 
year and a half . . . yet today millions are in Federal Noark mass production, you can usu- 
service and the demand is growing by leaps ally expect better deliveries than of any other 
and bounds. And no wonder! breaker. 

Stab-lok is the lowest priced breaker on the With Stab-lok you slash your inventory 
market whose dependability has been abso- and financial outlay ... and cash in on today’s 
lutely proved in service. Now you can give fastest-growing circuit protection system. 
customers the safest, most convenient circuit Federal Electric Products Company, 
protection at fuse box prices. What’s more, 50 Paris Street, Newark 5, N. J 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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lackhawk 
Jadustries FITTINGS AND FIXTURES 


Blackhawk Connectors 


Top quality all the way through 
for profit-building repeat sales 


Look at these features that make Blackhawk Connectors 
the best on the market. Made from special cast alloy, 
they’re strong, durable and will not rust. Precision fin- 
ished with full positive threads. Formed steel clamp 
and solid steel locknut with positive locking feature are 
heavily zinc plated. Full length filister head tapered point 
screws make installation quick and easy. Size 3” for 
1/,” K.O. Max. I.D. 9/16”, Min. I.D. 5/32”. Push Black- 
hawk Connectors today and every day. Once your cus- 
tomers have tried them, they'll be back for more. 


BLACKHAWK No. 470 BLACKHAWK No. 425 


For use with non-metollic sheated cable, portable cords, 


For use with “ABC” cable or flexible conduit. 
loom, or ermored ground wire. 


Has accurate red head stop. 
Immediate Delivery from Adequate Stocks to Electrical Wholesalers Only. 


Write for Free Catalog. 


” WHEN YOU BUY ASK FOR B-] 





lackhawk* § BLACKHAWK INDUSTRIES vusuaue, iowa 


d : s Entrance Cable Fittings . Staples . Yerd Lights . Sill Plotes . Locknuts and Bushings . Wire Holders 
n US ries Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box Supports . Conduit Entrance Cops 
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TO THIS BASIC STARTER UNIT can be added a choice of selector switch or push-button stations, 


auxiliary contacts, transformers and extra overload relays. 


NEW LINE OF MOTOR CONTROL 
WITT PACKAGED AGCESSURI 


This magnetic starter unit is complete in itself, yet 
it’s built to take on—in the field—additional control ac- 
cessories. 

This latest Trumbull development — identified as HM 
motor controls—permits adding on to the basic starter 
unit such accessories as extra overload relays, auxiliary 
switches, selector switches, push-button stations, trans- 


formers, coils, etc. 


Inventories, obviously, can be reduced. Fewer units 
can be made suitable for more jobs merely by installing 


the proper accessories in the field. 

For full information on Trumbull’s HM line of con- 
trols—sizes 0 through 3 for 110-600 volt service, frac- 
tional through 50 hp—address TRUMBULL ELECTRIC, 
Department of General Electric Company, Plainville. 
Connecticut, and ask for TEB-8. 








THE SAME MAGNETIC STARTER 
also comes combined in one en- 
closure with Trumbull’s HCI (High 
Capacity Interrupter) or a circuit 
breaker discohnect. Note Trum- 
bull’s (A) time-proved clapper- 
type controller. Its self-aligning, 
shock-absorbing armature assem- 
bly protects coil, prevents chatter, 
prolongs contactor life... (B) new 
sensitive control circuit—trips only 


for dangerous overload or under- 
voltage conditions ... (C) high- 
hardness, double-break contacts 
that are self-wiping and installed 
in dust-free vertical position, which 
also permits easy servicing and 
straight-through wiring . . . (D) 
overload relay shift lever that 
moves easily from one slot to an- 
other for quick change from man- 
ual to automatic reset, 


TRUMBULL 


THIS TRIM-LINED ENCLOSURE combines a mag- 
netic starter with circuit breaker disconnect and pfe- 
vides mounting space for all the various accessories, 
Note provision for padlocking. Easy to wire because 
complete interior can be removed simply by loosening 


the screws. 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONNECTICUT 





\ 


\ | ’ \ \ 
7 


New apertured-top reflectors, 
minimize brightness contrast — 
give sufficient up-light for 
overhead maintenance. 


A distinct advance in industrial lighting. 
Good DOWN-light for overall lighting of industrial areas 
for maximum production efficiency. Plus UP-light 
through new apertured-top reflectors. More 
compact — uses new small cross-section ballast. 
Constructed with a minimum of critical material. 
Built on Miller’s 8-Point QUALITY standard, for 
long dependable service, easy installation, and low 
maintenance. Can be installed individually or in 
continuous rows. Deliveries scheduled to 
the requirements of defense production. 


Miller is one source of supply for QUALITY equipment for 
the best use of Fluorescent, Incandescent and Mercury 
lamps. Miller field engineers and distributors are con- 
veniently located for nation-wide service. Write or wire 


for complete details 


THE - = COMPANY seriven, conn. 


SINCE 1844 


ILLUMINATING DIVISION 
HEATING PRODUCTS DIVISION 


ROLLING MILL C 


Fluorescent, Incandescent, Mercury Lighting Equipment 
Domestic Oil Burners and Liquid Fuel Devices 


SION: Phosphor Bronze ond Brass in Sheets, Strips and Rolls 


26 


FOOT CANDLER JR. 





ONE fixture 


giving TWO-WAY light 


New small cross-section 
G.E. =89G. last — 
streamlined wireway. 


Flanged-top wireway 

channel permits clamp hanger 
mounting anywhere along 
entire length — simplifies 
installation. 





New preisure-type connector 
for joining luminaries for 
continuous rows 

No holes to drill. 


New all-white finish — 
baked enomel — 
RLM proceiain enamel. 
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55 AMPERE CIRCUIT BREAKER SERVICE CONTROL 
.. ALWAYS CARRIES FULL LOAD 


Another NEW Murray Product 








that gives you 


Fully Magnitie 


circuit protection 


Fully Magnetic Circuit Breakers always carry their full rated 

load —never need derating. The magnetic principle of opera- 

ay - MANY 

tion is not affected by changes in temperature. 

Murray Breakers give three way circuit protection. ADVANTAGES 
1. Timed delay to carry harmless overloads. M 
2. Timed tripping on dangerous overloads. 
3. Immediate tripping on short circuits. 





WHAT IS IT? 


One Of The 
Family 


HOW IS IT USED? 








1S IT AVAILABLE? {| Another addition to Murray’s 
: growing Circuit Breaker 

equipmentline. Others include 
—The 2 circuit 40 amp and 
\ oe 100 amp, the “6”, the “8”, 

50 YEARS OF SERVICE TO THE ELECTRICAL INDUSTRY the “12” and the "20" Circuit Protectors. Panel boards 


up to 42 branch circuits. 


’ 
\ 


MURRAY MANUFACTURING CORPORATION 
1250 ATLANTIC AVENUE - BROOKLYN 16, N.Y. 
Service Entran e & Meter Equipn + . Maonet t Breake wit rant | ; Dos 


es | 
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October 31, 1951 


BullDog Electric Products Co. 
Pp. O. Box 177 
Detroit 32, Michigan 


Gentlemen: 


It's been a long time in, coming, but finally someone has begun to simplify the 
electrical products business. And we here at Madison Electric welcome the 
step with open arms. 


We are referring, of course, to your new program whereby you have reduced 
your Vacu-Break safety switch line from some 206 switches to only 38 - 
cutting out product duplication entirely. 


Naturally, to wholesale distributors like ourselves, this simplification means 
much. Lower inventories, fewer warehousing problems, less confusion in 
catalog numbers, to mention a few advantages. 


And already your action is paying off for us. We now stock far fewer BullDog 
numbers with improved turnover, yet find that we can still satisfy all of our 
customers’ A, Cc & D switch requirements. Our Vacu-Break sales are in- 
creasing also, proving that our customers like the idea of "A switches" at 

"C prices". 


All told, we are highly pleased with your program and with its results. 
Thanks for recognizing your Distributors' problems and for doing something 
about them. 


Sincerely yours, 


MADISON ELECTRIC COMPAMY 
Py AP Gk 
AHN Spite 
Arthur H. Jones, 
General Sales Manager 
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simplification plan 


Report fast turnover, lower inventories 
from stocking and selling new 


VACU-BREAK MASTER SAFETY SWITCHES 


in enthusiastic letters like that at the left, electrical | Why not look into this simplified switch line your- 
distributors everywhere applaud the new BullDog _ self? The BullDog Master Line can clear up many 
of your safety-switch headaches . . . and add 


simplification program . . . report reduced inven- 
handsomely to your profits, too. 


tories, lower costs, more sales and profits from 
handling the new Vacu-Break Safety Switch. Write Dept. 453-B for descriptive folder. 





IMPORTANT! 


THIS PLAN OF SIMPLIFICATION 
IS APPROVED BY THE NATIONAL 
ASSOCIATION OF ELECTRICAL 
DISTRIBUTORS, APPARATUS AND 
CONTROL COMMITTEE, SINCE IT 
ENCOURAGES NON-DUPLICATION 
OF PRODUCTS AND THE CONSER- 
VATION OF CRITICAL MATERIALS. 











BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


THE LEADER IN FLEXIBLE ELECTRICAL DISTRIBUTION 
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High Pressure Contact 
Between Wires: 


It is fundamental that high pressure 
contacts are better electrical con- 
tacts. Also, it is necessary to have 
high pressure to keep the wires 
from sliding, rolling or moving with- 
in the connector, as the power lines 
sway in the wind. High pressure 
effectively seals the contact surfaces 
from moisture and oxidation and 
produces a lasting low resistance 
connection. Tests show that BLACK- 
BURN Connectors definitely produce 
these high pressure contacts. 








High Pressure Contact: 


The connector must have sufficient 
strength to make and hold a high 
pressure connection. It must not 
yield or stretch and loosen up with 
time. BLACKBURN Hi-Strength Con- 
nectors are made of Duronze, a 
silicon bronze alloy which is ac- 
tually stronger than structural steel. 
They have that extra strength so 
vital to a good connector. 

YES, BLACKBURN Hi-Strength Con- 
nectors (1) make high pressure con- 
nections and (2) have that extra 
strength required to hold the high 
pressure connection. It pays to use 
the best—it pays to use BLACKBURN 
Connectors. 


JASPER BLACKBURN CORP. 


35 MADISON ST., ST. LOUIS 6, MO. 
% 


Phone CEntral 3007 
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The new Curtis Light and Sound Conditioning System offers an 
entirely new approach to LIGHTING and SOUND CONDITION- 
ING problems. The system provides quality low-brightness 
illumination with acoustical treatment which eliminates exces- 
sive sound reflections and the annoyances and distractions 
which sound creates. 


The Electrical System — Standard basic sections of the 
Underwriters’ approved electrical portion of the Curtis System 
are supplied completely wired and packaged in 8” x 12” x 
96” cartons. Each basic section covers a ceiling area of 256 
square feet. Combining the basic sections with extension and 
wing sections makes it possible to provide quality low-bright- 
ness illumination and effective sound treatment. 


The Sound System—the vertical baffles are constructed of 
highest quality acoustical material with a flame retarding, 
high reflectance washable finish. The baffles are positioned 
between the 8 foot, T-12, single pin fluorescent lamps to 
provide both recommended shielding and sound conditioning. 


Yes, the Curtis Light and Sound Conditioning System offers the 
finest in lighting and sound conditioning efficiency from the 
stand point of low initial cost, low installation cost, low operat- 
ing cost and low maintenance cost. 


A comprehensive bulletin, completely illustrated, will be avail- 
able soon. Write Dept.L44-05for your free copy. 
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CURTIS LIGHTING, INC. 
Dept.L44-05, 6135 W. 65th Street, Chicago 38, Illinois 
Nome 
Company 
Address 
City 





be climbed 


A wall of brilliant light is a barrier no intruder can scale, no prowler 
can penetrate without exposure. Today, more than ever, this 
screen of protective lighting is a vital security measure, especially 
for plants engaged in defense work. 

Appleton Floodlights are scientifically designed to guard 

industrial properties, while providing the good light 
necessary for best working conditions. The Elipso Standlite, 
for instance, rings your plant facilities with a broad band 
of illumination when properly spaced along a fence line 
of mounted on buildings. 

For fixtures that meet every industrial requirement— 
including hazardous locations— 
whether indoors or out, contact 
Appleton, pace-setting 
manufacturer of electrical equip- 
ment for nearly half a century. 


> 


y 





ELIPSO 
STANDLITE =. ' DIFFUSO FLOODLIGHT SPORTO 


Expertly designed to For even illumination of service For high intensity illumination over lorge creas. Weather- 
provide protection for I 5 stations, athletic fields, proof hood allows for complete vertical or 

industria! properties. parking lots, etc. Pole, bracket or lateral positioning. Pole, bracket or crossarm mounting. 
Mounts on pole or wall crossarm mounting. 


APPLETON Floodlights 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


\ 
nad 1734 Wellington Avenue ¢ Chicago 13, Illinois \ 
Bronch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minno St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 


100 N. Sonte Fe Ave. * ATLANTA, 724 Bovievard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 

MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. ¢ BALTIMORE, 100 E. Pleasont St. 

BOSTON, 10 High Street * DENVER, 1921 Bloke Street * PHILADELPHIA, 1017 Cherry Street 

CINCINNATI, 626 Broodwey * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cube, Molecon No. 9 ad 
Resident Representatives: Binghamton, Dolls, Indionopolis, Kansas City, Orlando, 


Milwavkee, New Orleans, Seattle, Portiond, Ore. 










Export Representatives: international Stondord Electric Corp. 67 Broad St, New York 4, N. ¥, 














STRAWS. 


ALLOCATION SHELVED e¢ The plan to allocate electrical supplies to distributors and 
wholesalers has been shelved. Top mobilizers turned down the idea, which was being 
pushed by some of the NPA business divisions. Reason: not enough severe shortages. 
Most members of the distributors business advisory committee, which meets with NPA 
officials, seemed to agree. At least, they offered no objection to dropping the allocation 
plan when the news was given them. Wire and conduit are getting short in almost every 
area. But other shortages are spotty. They didn’t add up to a convincing argument for 
detailed controls. 


RELAXATION TIP e One of the tough questions in Washington has been what would happen 
to the electrical equipment industry in case war fears relaxed. Now the planners have 
tipped their hand—enough for a glimpse of what would happen. They were forced to 
swallow a small capsule of relaxation themselves—pushed down by the congressional 
committee on defense production. The result was an easing of controls over construction, 
and a gain for the electrical equipment industry. 


STEEL WORRIES e The planners’ greatest fear—in case of prolonged relaxation—is that 
the steel industry will go into a slump. They have that industry in a straightjacket now. 
They are afraid that before they could get the straightjacket off, production would go 
into a tailspin. If Korean developments point toward an end to that war, and Russia 
succeeds in striking a peaceful pose in Europe, the planners’ first concern would be to lift 
controls over construction. They hope a burst of commercial and peace-time factory 
building would result. They also count on residential building to jump well over present 


figures. 


LONG COPPER PINCH e Relaxation would not result in a lot more copper. In any 
conceivable world situation, we'll probably have a military program far beyond anything 
we have ever maintained before. That will take large amounts of the red metal. But the 
planners’ wofties over starting a depression are so great, that they would make more 
copper available to the electrical equipment industry. Otherwise, their plan for stimulating 
steel demand would fail. Nobody would put up a building if electrical equipment were 
lacking. Some such argument as this will be used to try and maintain control over copper 
long beyond anything the planners now talk publicly. 


ALLOTMENTS INCREASED e The fixing of a Korean cease-fire line, and the lull in 
shooting which occurred late in November, set the stage for this relaxation preview. 
Events in Korea made the top production controls boss—Manly Fleischmann—easy 
picking for the Maybank committee on defense production. He bowed to the committee’s 
demands for more first quarter steel for schools and other non-defense building. On the 
surface, all was friendly. But Fleischmann’s top aides didn’t try to hide what happened. 
Members of Congress put more pressure on Fleischmann than he could take. So he 
dipped into steel reserves—deeper and sooner than many of his assistants thought 
was wise. 


WHO GOT THE STEEL e Schools got the biggest chunk of additional steel for civilian 
building—15,000 tons, including 1,500 tons of structural shapes. This will allow 500 
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starts in the first quarter, compared to 300 in the original allocation. Hospitals got 7,500 
tons, including 3,500 tons of structurals—enough for 50 starts and expansion of some 
hospitals in defense areas. Private housing didn’t get anything in the new round of hand- 
outs, but had picked up 26,000 tons earlier. 


WHO'LL SELL COPPER SUBSTITUTES? © Electrical equipment distributors told NPA 
they should be allowed to handle the substitutes for copper wire. They're afraid that as 
aluminum wire and copper-coated steel come into more general use, they will be 
channeled to consumers through other distributor lines. Their solution is to see that 
established distributors of electrical conduction materials get a share of the new mate- 
rials, based on the amount of such business in the past. NPA's slant is that this is 
something which each distributor will have to work out for himself—that there is nothing 
the mobilization agencies can do about it. 


EASIER MRO RULES e¢ An order has been written to make it easier for electrical contractors 
to get maintenance, repair and operating supplies from distributors. Present rules allow 
contractors to issue rated MRO orders for repair jobs. But if he needs 10 feet of wire 
to install a piece of new equipment, he can't write his own rated order. The revised 
rules would allow such minor orders to be tagged with the MRO symbol. The new rules 
would also raise the present limit of $750 on capital equipment purchased on MRO-rated 
orders. The question of what the new top figure should be is still being debated. 
There's no assurance that the liberalized rules will be adopted, but chances look good. 


COMPLAINT e Chief distributor complaint to NPA is that manufacturers often reject orders 
on the grounds that they are not rated. Under the controlled materials plan, manufacturers 
get special preference for controlled materials only if orders are for military or the atomic 
energy commission. All other orders are treated alike when the manufacturer is assigned 
his allotment. It doesn’t help the manufacturer get additional metal to show—for 
example—that orders are for equipment which will wind up with the defense electric 
power administration, as compared to a maker of costume jewelry. The one has no 


higher rating than the other. One authorized order is just as good as another—or should 
be, under CMP theory. Many manufacturers don’t seem to understand this. They insist 
on a rating, which slows up delivery to distributors. Some NPA officials would like to 
start an educational campaign among manufacturers. It’s gone up the line to top 
mobilizers for a decision. 


COPPER TALKS BACK e The idea of a long-run copper shortage has been gospel among 
the mobilizers for a long time. It has finally been challenged. Copper producers have asked 
the government to quit encouraging the shift to aluminum as a substitute. Their 
argument: In two or three years there will be more than enough copper. In the mean- 
time, the rush to substitute aluminum has gone too fast for some industries. Pencil 
makers, for example, switched from brass ferrules. Now NPA can’t come up with the 
aluminum they'd planned on. This is the sort of thing electrical equipment makers have 
worried about. The claims of the copper industry that there will be plenty of copper 
will put another brake on substitution. 

The failure of the mobilizers to get a new producer into aluminum is another factor 
which discourages the shift away from copper. It looks now as though that trend will go 
neither as fast nor as far as planners have hoped for. However, they’re delighted with 
General Electric's decision to switch from brass to aluminum bases for a big part of 


its light bulbs. 


MATERIALS OUTLOOK e¢ Military demand for all scarce materials is going up in the second 
quarter of 1952. There won't be important new supplies of anything. It adds up to the 
usual situation whenever the allocaters sit down to divide up materials. If Congress should 
come back after the first of the year and vote a big atomic energy expansion, or an 
expansion of the air force, supplies of copper, nickel and aluminum for most products 
will probably be cut again. But that assumes a tough mood on the part of Congress. It 
assumes the relaxation of late November, 1951, will not last. And few will bet on that. 


( Washington, D.C—December 3, 1951) 
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P The Appleton 
type Pur eases treet Fea sen 
in Hospital surgeries. Avoliable 
om ing ond sealing 
Complete 


of fluorescent lighting for hazerdous 
locations. 
Pot. No. 2,392,202 


Sold Througs Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Sento Fe Ave. © ATLANTA, 724 Bovleverd, N.E. © BIRMINGHAM, 429 Brown-Mers Bidg. 
MINNEAPOUS, 305 Fifth Se, S. © PITTSBURGH, 414 Bessemer Bidg. ¢ BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broodway * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 


Resident Representatives: Binghamton, Dalles, indioncpolis, Kansas City, Oriendo, 
Milwaukee, New Orieans, Seottie, Portiand, Ore. 
Export Representatives: international Stenderd Electric Corp. 67 Brood St, New York 4, N. Y. 








When released in a flammable atmosphere, the 
tiniest electrical spark can reduce the greatest in- 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk ia 
the wiring systems of chemical plants, oil refine 
eries, hospital surgeries—wherever explosive of 
flammable vapors, dusts or gases are present. 

Appleton Explosion-Proof equipment is easy 
to install and service. And among the hundreds of 
fittings and fixtures in the complete Appleton line 
is an explosion-proof fitting exactly suited to 
your needs. 

No matter what your lighting or wiring 1e 
quirements—explosion-proof or otherwise, spec 
ify Appleton, supplier to American builders for 
nearly half a century. 





APPLETON 
ELECTRIC 
PRODUCTS 


IT’S TIME... 


again... 


TO WAKE UP SCRAPPY! 


Scrap’s getting scarce again . . . com- 
pared to the amounts we need . . . and it’s 
up to all of us to help produce enough steel. 


107,000,000 tons of steel is the present 
rate of production in 1951... 119,500,000 
tons is expected in 1952. 

Last year, 1950, we produced 97,800,000 
tons. 


All that extra steel—enough to take care 
of both military and civilian needs—calls 
for more scrap iron and steel. 


Scrap Inventories Are Alarmingly Low 


While steel mills are producing at a 
reater rate than ever, scrap inventories 
se dwindled. Many mills are operating 
on a hand-to-mouth basis with shut-downs 


threatened unless we furnish more scrap. 

We do have the scrap. It’s everywhere, 
not just in the form of production scrap— 
the “leavings” of machining, normally 
turned over to scrap dealers . . . but also 
in the form of idle metal: obsolete ma- 
chines and tools, no-longer-usable jigs and 
fixtures, gears, chains, pulleys, valves, pipe, 
abandoned steel structures, etc. 

We must have this idle metal to keep 
the furnaces running. 

Please cooperate. Set up a Scrap Salvage 
Program in your plant—now. For a com- 
ees plan on “how to do it”, write for 
00klet ‘Top Management: Your Program 
for Emergency Scrap Recovery”. Address 
Advertising Couneil, 25 W. 45 Street, 
New York 19, N. Y. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N.Y. 


Why Do We Need Scrap? 


Steel is made half from pig iron, 
half from scrap. With production on 
the increase, more scrap must be 
purchased. And it’s up to you to “dig 
it out” and sell it. 
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IT PAYS TO GO EXPLORING 


BECAUSE new prospects for T & B fittings are 
turning up everywhere 


“HEY, BALBOA! 
THERE'S A BRAND-NEW 
OCEAN DOWN HERE!" 


Smart distributors are taking a new look at their 
territories these days—and are finding lots of new 
business way off the beaten path. 


“Laundry Machine Makers Looking for Arms 
Orders.” “Jewelry Industry Wants Defense 
Contracts.” Every newspaper headline like that is 
a tip-off on new prospects for the electrical 
distributor. And ...they are prospects who are 
working on government contracts and sub-contracts 
—jobs that carry a rating! 


SEE THEM AND SELL THEM 

New companies—and old companies doing new 
types of work—want help and need supplies. The 
distributor can give them both! It pays to tell 
them—as T & B is telling them—about 

the T & B line. Particularly about such 

new T & B fittings as the Sta-Kon® Self- 
Insulated Terminals* that do a top-flight 

job of preventing shorts where space 

is cramped and service severe. New prospects 


and new fittings add up to new sales! 
*Patent Applied for 


REDDY’S Broadening the Horizons for Distributors 


with this powerful program on T & B Self-Insulated Sta-Kons 


HARD-HITTING ADS—Full pages in two colors, sheets to the po you want to reach —open- 
appearing every month in the publications your ing the door for you when you call. 

customers and prospects are reading. PUBLICITY — Lots of it, to —— and 
DIRECT MAIL — Sales letters, product folders, data strengthen the story the ads are telling. 

Of course, this whole campaign stresses the fact thet Sta-Kon Self-insuleted Terminals—like all 
T& B fittings — ore supplied, under the T& 8B Pian, 100% through the T48 distributer —and we 
mean 100% exclusively! 














Call your local T ¢> B representative for full details on this T & B promotion. Ask him, too, about the services 
of our Field Design Engineers on special requirements. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street 
Elizabeth 1, New Jersey 


Thomas & Betts, Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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..- including 
A COMPLETE line of 
ENCLOSED SAFETY SWITCHES 


Check off the 
ones you know 


TYPE A ENCLOSED SAFETY SWITCHES ........... 


H.P. rated. 30 to 1200 Amps, up to 600 V. Fusible (with or 
without groundable solid ‘neutral) and non-fusible, for 2, 3, 4 
and 5 poles. Positive switching mechanism—quick-make and 
quick-break. Interlocking cover. 


TYPE C ENCLOSED SAFETY SWITCHES .... 
H.P. rated. 30 to 200 Amps, up to 600 V. 400 and 600 Amps 
up to 250 V. Fusible (with or without groundable solid neutral) 
and non-fusible, for 2, 3, 4 and 5 poles. Positive switching 
mechanism—quick-make and quick-break. 


TYPE D ENCLOSED SAFETY SWITCHES 


For Cartridge Fuses... . oe 
H.P. rated. 30 to 600 Amps, up to 250 V. Fusible (with or 
without groundable solid neutral) and non-fusible, for 2, 3, 4 
and 5 poles. Spring actuated quick-break. 


For Plug Fuses 


Front Operated Toggle. ........+.. 
H.P. rated. 125-250 V. Fusible (with or without groundable 
solid neutral) and non-fusible for 2 and 3 poles. Snap-action, 
toggle actuated. Dependable, full-floating contacts. With or 
without dead front plate. Also available—Dual Water Heater 
Switch—Two 30 Amp, 2 pole, plug fuse toggle switches in one 
cabinet. 


H.P. rated. 125-250 V. Fusible (with or without groundable 
solid neutral) and non-fusible for 2, 3 and 5 poles. 


RAINTIGHT ENCLOSED SAFETY SWITCHES... 


H.P. rated. 30 Amps (plug or cartridge) to 200 Amps. Fusible 
(with or without groundable solid neutral) and non-fusible for 
2, 3 and 4 poles. 


DOUBLE THROW ENCLOSED SAFETY SWITCHES .... 


30 to 600 Amps, up to 600 V. Fusible and non-fusible for 2, 
3 and 4 poles. 





Cat. No. R 63 Cat. Ne. R 32 PF 














Dual Water Heater Switch 
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NEW CATALOG— Write ~ Wray an % 
for your free cpy day, , “Gpneral Switch Corp. e 
45 Roebling Street, Brooklyn 11, N. Y. 


Please send me new Catalog No. §20] and 
latest price list. 


neral iw 


ADDRESS ......... 


Switch Corp. 


45 Roebling Street Brooklyn 11, N.Y 


CITY. 


STATE 


A 
v 
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Defense Production 


makes more important than ever 
the Specification of Lighting Units that meet 


RLM High Quality Standards 


for Efficiency, Durability and Uniformity 


Vital to defense and essential civilian production, are 
lighting units that can be depended upon to provide the right 
quantity and quality of light, economically, dependably and 
with a minimum of servicing need and maintenance cost. 

Defense production demands lighting equipment with 


All of these,and many other conditions for proper light- 
ing of defense plants can be met through the specification 
of RLM-Labeled Lighting Units. All units bearing the RLM 
Label are warranted by Electrical Testing Laboratories to 
conform to the minimum standards established by the 

RLM Standards Institute for efficiency, dura- 





bility and uniform quality. 

FREE RLM BOOKLETS containing 
complete specifications for all RLM-Certi- 
fied Industrial Fluorescent and Incandes- 
cent Lighting Units and the names of all 
manufacturers of RLM-Labeled Units may 
be obtained by writing: RLM STANDARDS 
<a INSTITUTE INC., Suite 817, 326 West Madi- 
a — son Street, Chicago 6, Illinois. 


the ability to sustain its rated light output 

efficiency over hundreds of cleanings so : 
that the proper high illumination levels an 1 
may be maintained. It demands the dura- << QiM... 
bility found so essential to industrial lighi- \\_ ys=""_} 
ing and the avoidance of production inter- _ 6 
ruptions and inefficiency due to abnormal 
wear, distortion or breakdown. It demands 
fullest protection from glare through proper 
diffusion and shielding. 


— 


Specification of RLM-Labeled Units Assures Conformance to ALL 
these Essentials of Defense Production Lighting 


DIFFUSION WITH HIGH REFLECTION FACTOR 
RLM Porcelain-Enameled Steel Reflectors must have a mean reflection 
factor of 82% . . . an assurance of more light for the money. Porcelain 
enamel reflecting surfaces diffuse light from the lamp and help provide 
proper quality of ilendactan. 
_-—~ TOP QUALITY PORCELAIN-ENAMELED REFLECTORS 

: RLM Reflectors are built of not less than .032” reflector steel covered 
with .025” fused on porcelain enamel that will not chip, corrode or 
deteriorate under industrial operating condisions. 


—~APPROVED REFLECTOR DESIGN 
Reflector design of RLM Units conforms to specifications embodying 
approved practices of illuminating engineering. 
“~HIGH POWER FACTOR BALLASTS 
RLM Standards specify the use of certified ballasts which last longer, 
sre they are designed to prevent excessitely high temperature 


AL TESTING 
ORATORIES. INC 


Operation. 


UNIFORM QUALITY 

RLM Standards insist on the maintenance of uniform quality as to 
materials and construction, thus assuring the buyer of uniform light- 
ing performance from each unit installed: 


RIUMESTAN DARDS? INSTITUTE 


es a ee LD 
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Complete...from A to Ezra! 


YES, SIR, Gedney makes a complete line ...a fit- able MALLEABLE IRON and hot dip galvanized by a 
ting that’s exactly right for every job. special process. 

What’s more, Gedney fittings are made com- It’s no wonder, then, that when you sell Gedney 
pletely in Gedney’s foundry and machine shop fittings you sell complete satisfaction. Your custom 
Every manufacturing step is under continuous, posi ers get lasting dependability, and slash their instal 
tive control. Accurate machining and precision lation time and costs... Write or phone now for the 
threading are assured. Gedney fittings are unbreak- full Gedney story. 


GEDNEY 


ELECTRIC COMPANY 


GEONEY 
FITTINGS 
FI7 4 RKO BLDG. + RADIO CITY - NEW YORK 20 


Foundry, Factory and Shipping Point: Terryville, Conn 
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“see Better... 


SELLS BETTER LIGHTING TO YOUR 
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l. WITH A BIG NATIONAL AD CAM- 
PAIGN TO INDUSTRIAL LIGHTING USERS 
Surveys show that 60 of all plants are inadequately 
lighted. General Electric’s “See Better...Work Better” 
program aims to help industry correct its poor lighting 
and thereby solve many of its production problems. 


Bee 


Full page ads in The Saturday Evening Post, Time, 
Business Week, Mill & Factory, Purchasing and many 
more magazines tell the “See Better... Work Better” 
story to plant management everywhere. They show 
how proper lighting can boost production, reduce 
accidents, improve morale and cut rejects. 


TIE-IN WITH THE “SEE BETTER...WORK BETTER” PROGRAM NOW! 


Make sure your customers have all the benefits of good lighting. It will pay 
off in extra lamp sales for you. For more information, write Lamp Division, 
General Electric, Department 166-EW-12, Nela Park, Cleveland 12, Ohio. 
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Work Better” 


INDUSTRIAL CUSTOMERS 2 WAYS! 


2. WITH DIRECT MAIL AND A SALES 
CLINCHING DISTRIBUTOR’S KIT 
Bulletins on “See Better ...Work Better” are mailed 
regularly to key plant operating executives. They're 
packed with actual examples of how better lighting 
solves production problems. 


On top of that, General Electric gives you a free 
“See Better... Work Better” sales kit. It contains 
(A) 16-page book that sells the “See Better... Work 
Better” idea; (B) 44-page book of industrial lighting 
examples; (C) “Industrial 50 ft-c Estimator”; (D) 


Lighting survey sheet. It’s all yours for the asking. 


GENERAL @ ELECTRIC 
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ENTRA FKOFIT for you ---with 
PACKAGED FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


Look for this label when you buy 
fittings. It is your guarantee of 
uniform quality. 


..YOU WIN 7 WAYS 


Easy to inventory 

Accurate Count in filling orders 
Eliminates damage to fittings 
Unit sales are increased 
Stacked cartons save space 

No extra cost to you 


Your customers prefer Conduit of COLUMBUS 
fittings in cartons 





CONDUIT PIPE PRODUCTS co., C 
PIPE COUPLINGS + PIPE NIPPLES - 
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The Price Of Success 


Year after year the price of success remains the same. 
Hard work, study, reading, analyzing will bring success 
to the salesman now just as it has in years past. 

If you doubt that just take a look at the hundreds of 
leaders in the electrical wholesaling industry who have 
started their careers as stockroom boys and progressed 
up the ladder to salesmen and finally executives. They 
did it by applying the above success formula—and so 
can you. 

Every twelve months the calendar provides all of us 
with an opportunity to make a fresh, new start. This is 
the time to set new goals and to resolve that we shall 
strive to attain greater heights in our business than 
ever before. 

This is the occasion for new resolutions. If made 
with sincerity and adhered to with steadfast determina- 
tion, promises to yourself can revitalize your selling career. 

Here is one resolution that every salesman should make 
today: Resolved that during the next year, I will be a 
professional salesman. 

Note that word “professional.” It means you will strive 
to be more than just a man who handles the details of 
writing up a slip of paper and expediting its delivery to 
another employee for action. It means you will strive to 
be more than a fellow who persuades people to buy your 
goods rather than those of a competitor. A professional 
salesman convinces people that they should rely upon 
him for his good judgment, his knowledge of his prod- 
ucts, his service and his experience. His customers accept 
his opinion in the selection and purchase of goods. He 
knows the goods he sells. He knows their values and he 
knows how to apply those values to the problems and 
needs of his customers. 

How successful will you be next year? Will you con- 
sider it a good year if you match the dollar volume of 
your sales in 1951? Or will you feel successful only if 
you equal the unit volume? Will you be content if you 
show a gain in sales—be it ever so small? 

Much of your success depends on what you set as a 
goal and then, how much enthusiasm you can put into 
trying to reach it. It has been demonstrated many times 
that the salesman who is willing to put every bit of 
effort, ambition and ability into his job will be success- 
ful while those who are unwilling will never progress 
very far. 

The year just ahead is going to be a good test for all 
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salesmen. The professional salesman is prepared to cope 
with practically any development. He stands ready to 
meet the problems involved in getting limited supplies 
to the right customers on a fair and equitable basis. He 
will never miss an opportunity to sell his firm and him- 
self to prospective customers. In many imstances the 
salesman will be called upon to sell his firm’s services 
including size, completeness and quality of its stock, its 
delivery and credit facilities. The salesman who is capa- 
ble of offering reliable advice is going to be a tremendous 
asset to his firm in the years ahead. 

The salesman must shoulder the task of discovering 
new markets and adapting his selling efforts to meet the 
needs of new outlets. 

These are not new qualifications for electrical whole- 
sale salesmen. Everywhere, everyday throughout the vast 
network of electrical wholesale houses, countless salesmen 
are performing their jobs according to the foregoing 
standards. The ever-increasing volume of sales accom- 
plished by electrical wholesale distributors is evidence 
that there is within our industry a large number of well- 
informed, highly qualified professional salesmen. 

Our suggested resolution for 1952 has a two-fold 
purpose: We urge all salesmen to lift their sights and 
shoot for even bigger targets during the year ahead. We 
would emphasize that the professional salesman is the 
fellow who can make progress when the going gets rough. 

Resolve now that you will be a professional salesman 
in 1952. By means of that resolution you can set a goal 
toward which you can direct all your effort. Use that 
resolution as a stimulant to launch yourself into your 
1952 selling program with added enthusiasm 


* 


Season’s Greetings 


ELECTRICAL WHOLESALING'S staff would like to take 
this opportunity to sead each of you our warmest greet- 
ings at this holiday season and our best wishes for your 
continued success in 1952. 


QsWodto Meegon 


EXECUTIVE EDITOR 
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SAFE * DURABLE *- DEPENDABLE 


Heavy Duty Plugs an 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 
ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 
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QuelArc® + Circuit Breaking Series Unique partitioned in- 


sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Cast 
metal housings, high grade insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC—2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 


“TRADEMARK REG. U. 8. PAT. OFF. 





Interchangeable reversible contact units. 
1, 2, 3, 4, 6, 8 pole 


@eee @@ 
¢@ ¢@ ¢@ 


Triploc * and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4,6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
housings available of pressed steel with 
automatic lock and of cast metal threaded 
for watertight gasket seal. Multi-Circuit 
housings with 2,3 and 4contact units avail- 
able for combinations up to 32 poles. Ratings 
15 and 20 amperes, 250 volts DC, 460 volts AC 

circuit breaking. Pressed steel fusible and 
fuseless plugs measure only 1's" outside 
diameter. 


Midget Triploce series same con- 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 1". Interchangeable and re- 
versible contact units—2, 3 and 4 pole—are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 








General PUIpOSE Series avaitabie 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—1, 2, 3, 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3, 4 and 5 pole. 100 ampere, 250 and 
600 volts—2, 3 and 4 pole. Also many special 
types, fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada. * EXPORT DEPARTMENT: 
International Rail Supply Co., 30 Church St., New York. * CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS * FLOOOLIGHTS * TURBO-GENERATORS 


GYRALITES «+ 


MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale 
Distribution 


For the Month of September 1951 


SALES September sales of electrical goods wholesalers, 
all classes of houses combined, climbed 14 per cent above 
a month earlier, but dropped 7 per cent below September 
sales a year ago. 

Sales gains over August were reported by two of the 
three classes of houses: full-line wholesalers, 11 per cent; 
and appliances and specialties wholesalers, 40 per cent 
Wiring supplies and construction materials distributors, 
however, indicated a decline of 3 per cent. 

Compared with September 1950 sales, this situation 
was just reversed. Wiring supplies and construction mate 
rials distributors showed an increase of 3 per cent while 
full-line wholesalers and appliances and specialties whole- 
salers reported 3 and 26 per cent decreases, respectively. 

Total September sales of all electrical goods whole 
salers were estimated at $481 million, $73 million above 
August, but $49 million below September a year ago. 


(Business Index: September 1951—513; September 1950—534) 


INVENTORIES At the end of September, inventories 
(valued at cost) of electrical goods wholesalers, all classes 
combined, dropped 3 per cent below the August 31 stock 
level, but were 115 per cent above the September 1950 
level. 

A comparison with the previous month shows inventory 
declines in two classes: full line wholesalers, 3 per cent 
and appliances and specialties wholesalers, 4 per cent. 
Wiring supplies and construction materials distributors 
indicated no change. 

Compared with September 1950, all classes—particularly 
the full-line group—reported big increases: full-line whole- 
salers, 131 per cent; wiring supplies and construction 
materials distributors, 40 per cent; and appliances and 
specialties wholesalers, 61 per cent. 

Stocks on hand represented approximately 67 days’ 
business at the current rate of sales, 13 days’ supply less 
than reported for August 31. 


(Business Index: September 1951—812; September 1950—353 ) 








[he position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors located throughout the U. S. who 
furnish reports regularly. The figures are compiled for ELEC- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S. 
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Department of Commerce. The national and regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 

The Editor 
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Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


Y regions and with all classes of houses combined, in- 

creases over August sales levels were reported by the 
fine geographic areas, ranging from 32 per cent in the 
Middle Atlantic division to 1 per cent in the East South 
Central and West South Central regions. 

Cumulative sales for all areas in the first nine months of 
this year showed a 10 per cent gain over the correspond- 
ing period of 1950. Only the East South Central region 
feported a decline—6 per cent 

All divisions, except the East North Central region, in- 
dicated that September 1951 sales were under September 
1950 levels. Reports ranged from a 2 per cent gain for 
the East North Central area to an 18 per cent drop for the 
Mountain region 

Eight of the nine divisions showed inventory declines 
under the previous month, with the Mountain area report- 
ing the largest one—9 per cent. Only the East North Cen- 
tral region indicated a gain—4 per cent. 

Compared with the same month a year ago, regional in- 
ventories showed huge gains, ranging from 153 per cent 
in the New England area to 94 per cent in East South 
Central division 


SEPTEMBER, 1951 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





SALES 
September 1951 
Compared in % with| Trading |Compared in % with 
Aug. Sept. Region Aug. Sept. 
1951 1950 | (See Map)| 1951 1950 
+14 -15 — 3 +153 
4-32 7 - +-135 
4-12 + 2 +103 
+ 8 16 +108 
+12 8 +-108 
+ 4 -14 1 94 
+1 - 7 +-107 
1% -18 +106 
+13 - 8 4-121 


INVENTORIES 
September 1951 
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KEY TO MAP 


States Comprising Geographic Regions: New England (1)—Me., 
Ve., N. H., Mass., R. I., Conn.; Middle Atlantic (2)—N. Y., 
N. J., Pa.; East North Central (3)—Ohio, Ind., lL, Mich., Wis.; 
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West North Central (4)—Minn., Iowa, Mo., N. D., S. D, 
Neb., Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., 
N. C., S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., 
Miss.; West South Central (7)—Ark., La., Okla., Tex.; Mountain 
(8)—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; 
Pacific (9)—Wash., Ore., Calif. 
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BLUEPRINT FOR KNOW-HOW! 


TAPE TIPS: 
FOR WHOLESALERS 


Sell more rubber tape by pointing out 
Accurate’s ability to cohere perfectly with- 
out heat or extra pressure. Remember more 
tape sales mean more store traffic — greater 
profits from all your electrical lines! 
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ACCURATE 
FRICTION TAPES 


Quoality made of highest 
grode rubber and finest cotton 
base. Affords maximum me 
chanical protection. Available 
in Stonderd ond A.S.T.M.- 
Specificaticn grades. 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
quolities;made in both Stand 
ord and A.S.T.M.-A.A,R. 
grades. 


ACCURATE 
PLASTIC TAPE 


Thin caliper reduces bulk in 
tight spots. Strong mechan 
ically and offers high dielec 
tric strength. Recommended 
for use wherever plastic tape 
is practical. 





McKINLEY SCHOOL, SOUTH BEND, INDIANA 
2-40W GUTH "'Lite-Blox” Troffers 

Area —60' x 23° 

Ceiling — 12° 

65 Footcandles 


A LIGHTING LESSON I 


the “3 R’s” of Guth 
prec ision-planned school lighting: 


{y eght design 


i In classrooms from kindergarten to college, GUTH 
Ieeegged constiuction fixtures are made to solve the toughest lighting 

problems. They combine the finest illumination for 
ie elialle frerfomance modern education with important economy in 


purchase, installation and maintenance. 


For more information on GUTH Precision-Planned 
School Lighting, contact your nearest GUTH resident 
engineer or write for our School Lighting Catalog. 


THE EDWIN F. GUTH COMPANY / ST. LOUIS 3, MISSOURI 
hendiene ao Lightiirg Frrce 1902 
865 
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A MESSAGE TO AMERICAN 


INDUSTRY °* 


ONE OF A SERIES 


Our Defense Program 
Faces a Crisis 





A major crisis will soon confront our defense 
program. 


It is not a crisis in raw materials. To find 
enough materials, from steel to cobalt, for de- 
fense production is a serious problem. But it 
is one that is being solved. 


It is not a crisis in manpower. Shortages of 
workers with special skills hamper production, 
but these shortages are being relieved, slowly. 


It is not a crisis in manufacturing capacity. 
American industry’s record-breaking expan- 
sion is, with very few exceptions, keeping 
abreast of defense needs. 


The coming crisis will be one of finance. It 
will rise from our failure to provide the means 
to PAY FOR the defense program we now have 
under way. 


A $15 Billion Deficit? 


Congress has approved a defense program 
which is scheduled to raise total federal spend- 
ing in the year from June, 1952, to June, 1953, 
to somewhere between $85 and $°0 billion. 
Additional appropriations for more air power 
and atomic development, which are now pro- 
posed, would add several billion dollars. 


But Congress has not approved a tax plan 
to match such spending. With the new levies 


enacted in this session, tax collections during 
the 1952-53 fiscal year are estimated to fall 
somewhere between $70 and $75 billion. That 
would be roughly $15 billion short of balancing 
the budget. If the defense program is expanded, 
the deficit will be that much greater. 


We have not yet felt the impact of the crisis 
that would accompany a federal deficit of this 
magnitude. Federal tax collections currently 
are big enough to balance federal expenditures. 
But the defense program is scheduled to boost 
the annual rate of federal expenditures $25 
billion in the next year. 


To Meet the Crisis 


By January the crisis will be clearly in sight. 


Then the President will present his budget. 
After that, Congress must act to close the broad 
gap between government income and govern- 
ment spending. If it fails to do that, the whole 
defense program will be menaced by weakness 
in its financial foundations. That weakness 
might well take the form of another destructive 
wave of inflation. 


We have three ways to meet this crisis. 
The best approach, of course, is to cut unes- 


sential expenditures. That can make a real dent 
in the deficit. The second is to collect more 
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wiring in action 


SEALTITE 


needs 


2-way horizontal 
», Sealtite Flexible 
the wiring for 
ts trom 

s while permit- 


movement 


HE working heads of these complex machine tools, 

which perform a variety of drilling operations on 
automotive transmission cases, must move out of work- 
ing position and then return with each operating cycle. 
Control and power wiring must move with them. To 
protect that wiring and give it freedom of motion, The 
Baush Machine Tool Co. of Springfield, Mass. uses 
Sealtite* Flexible Electrical Conduit. 

Sealtite, with its flexible, tough steel core and liquid- > i. ’ 
tight synthetic jacket, is the ideal conduit wherever tor flexible, liquid-tight electrical conduit 
motion, vibration, misalignment or short-radius bends 
are involved ... where wiring must be protected against : — 2 “ 
liquids, chemicals, oil or grease, fumes, impact or specify a , { % Pe 2? 
abrasion. You'll find Sealtite not only on machines, eS on cv 
but in all types of processing plants and in temporary 2D P| Tr —_ 
installations. , — 

If you would like additional helpful details, just write ‘ 
to The American Brass Company, American Metal Hose AR AnaconnA PRODUCT 
Branch, Waterbury 20, Connecticut. In Canada: The 
Canadian xairbanks-Morse Company, Ltd. S1227A 
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taxes. The third, and by all odds the most dan-” 


gerous, is to have the federal government meet 
its deficit by going deeper into debt. Borrow- 
ing, which might feed inflation, can easily lead 
to disaster. 


Near Income Tax Limits 


It will not be possible to raise taxes to meet 
the deficit merely by increasing further the 
rates on corporations and on persons in the 
upper income brackets. Congress has about 
scraped the bottom of that barrel. 


The Senate Finance Committee said as much 
in reporting this year’s tax bill. The Commit- 
tee reported that it had “serious doubts as to 
the feasibility of raising any substantial addi- 
tional amounts of revenue from income tax 
sources.” The Committee observed that recent 
tax legislation brings the burdens of most cor- 
porate and individual income taxpayers close 
to the World War II peaks, and actually carries 
the rates paid by many taxpayers above those 
peaks, 


Our ramshackle federal tax system must be 
thoroughly overhauled in order to broaden the 
tax base if it is to produce more revenue — 
without doing much more harm than good. 


The shocking fact is that no one seems ready 
to act along any line that might enable us to 
surmount the crisis. 


That fact of itself aggravates the coming 
crisis. And next year’s presidential election 
doesn’t make it any easier to move effectively. 
Both parties will shrink even more than nor- 
mally from: backing any program that might 
irritate any considerable number of voters. 


If we are to meet this crisis on the tax front 
in an orderly way, the technical work should 


be in progress right now. To a large extent it 
is being ignored. 


If we are to enforce the vitally essential pro- 
gram of government economy, there is the 
same urgent need to get under way the spade 
work that is required. 


And if—as a last miserable expedient — we 
decide to let the federal government drift 
deeper into debt, it must have a well-developed 
program of borrowing from individuals and 
other investors, such as insurance companies, 
rather than from the commercial banks. Bor- 
rowing from commercial banks might speedily 
translate the deficit into more and more price 
inflation. No adequate program of borrowing 
from savings is now in sight. 


Now Is the Time 


It is possible, of course, that international 
relations may improve sufficiently to make it 
safe for us to slow down the rearmament 
program. If that should happen, the fiscal crisis 
would not be so critical. But that kind of good 
fortune has been notably absent in recent years. 


Lenin, patron saint of Communism, is 
quoted to the effect that to destroy a political 
and social system such as ours “you must 
debauch its money.” 


We shall set democracy to digging its own 
grave if, through our preoccupation with poli- 
tics during the presidential campaign, we pave 
the way for further debauchery of our money. 


If we really want to avert that disaster, now 
is the time for us to get going. 


Once the crisis is full upon us, it will be too 
late. 


McGraw-Hill Publishing Company, Inc. 
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CENTRAL 


CONDUIT 


carries Power, Light and 
Communication Networks 


in PITTSBURGH'S 
ULTRA-MODERN CARLTON HOUSE 


Newest hotel in the expanding steel capital, Carlton House will play 
an important part in Pittsburgh’s future as a center of business and 
social activities. In its construction every effort was made to provide 
the most advanced facilities and services. 

Throughout this ultra-modern structure a Spang Central Conduit 
system carries the vital electrical and communications wiring—a 
typical example of the dependence architects and contractors place 
on Spang quality and workability for use in major building projects. 

In Carlton House you'll find Spang “‘Cenlaco” and “Central Black.” 
In other new buildings on Pittsburgh’s modern panorama contractors 
are installing all types of Spang Central Conduit. These Spang-Chalfant 
products are available through leading distributors, everywhere— 
ask for them by name. 


SPANG-CHALFANT 


Division of\The National Supply Company 


GENERAL SALES OFFICE 
GRANT BUILDING, PITTSBURGH 30, PA 


District Offices and Sales Representatives 
in Principal Cities 
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NEMA Hails Ex-Chiefs and Pioneers 


* J. F. Lincoln of Lincoln Electric is elected president 
of National Electrical Manufacturers Association 

* Members hear survey results indicating appliance deal- 
ers’ efforts are lax in reaching the vast rural market 


TLANTIC CITY, N. J.—Six past 
presidents and three pioneers of 
the industry were honored at the 25th 
annual National Electrical Manufactur- 
ers Assn. meeting here recently. Held 
at the Haddon Hall Horel, members 
attending the meeting participated in 
over 70 separate committee, section 
and sub-section meetings in addition 
to general meetings of the entire or- 
ganization 
J. F. Lincoln, president, The Lin- 
coln Electric Co. Cleveland, was 
elected president of the association. He 
succeeds C. W. Higbee, manager, elec- 
trical wire and cable department, 
United States Rubber Co., New York 
Honored as pioneers in the indus- 
try and presented with 50-year cer- 
tificates were J. M. Gilchrist, senior 
vice president, Federal Enterprises, 
Inc., Chicago; A. F. Hills, president, 
Crouse-Hinds Co., Syracuse, N. Y.; and 
J. H. Kliegl, president, Kliegl Bros 
( Universal Electric Stage Lighting Co., 
Inc.), New York City. 
e Six Honored—Also honored were 
six past presidents of NEMA who 
served the association prior to 1940 
when the practime of making such 
presentations to retiring presidents 
was begun. Mr. Higbee, retiring presi- 
dent, made the presentations to Gerard 
Swope, president, 1926-’28; Clarence 
L. Collens, president, 1929-'31; J. H. 
Trumbull, president, 1931-32; F. R. 
Fishback, president, 1936- °37; 
D. Hayes Murphy, president, 1937-'38; 


and C. L. Peirce, Jr., president, 1938 
39 

Among the main speakers at the 
meeting was Vice Admiral George F 
Hussey, Jr., USN (retired). Now man- 
aging director of American Standards 
Assn., Inc., Admiral Hussey stressed 
the importance of NEMA to the Amer- 
ican Standards Assn., and, conversely, 
the importance of ASA to NEMA. 
e Rarely Make Calls—Results of a 
survey made known at the meeting 
indicated that selling efforts by re- 


tailers of major electrical appliances 
to reach the nation’s vast rural market 
continue to be lax. It reported that 
rural appliance dealers make relatively 
little attempt to solicit business. They 
use, according to the survey, an inade 
quate amount of direct mail material 
hardly ever call former customers on 
the phone and rarely call upon them in 
person 

Other officers elected with Mr. Lin 
coln included five vice presidents and 
a treasurer. The vice presidents are 
Arthur A. Berard, president, Ward 
Leonard Electric Co., Mount Vernon, 
N. Y.; J. W. Corey, president, The 
Reliance Electric & Engineering Co., 
Cleveland; J. H. Jewell, vice president, 
Westinghouse Electric Corp., Pitts- 
burgh; Alan F. Sheldon, president, 
Kennecott Wire & Cable Co., Phillips 
dale, R. 1; and Hoyt Post Steele, ex- 
ecutive vice president, Benjamin Elec- 
tric Manufacturing Co., Des Plaines, 





GRAYBAR ELECTRIC CO. President A. H. Nicoll (right) receives his 40- 
year pin from Vice President G. F. Hessler at a recent celebration in his 
honor in New York City. Mr. Nicoll joined the company in San Francisco 
on November 15, 1911, as a sales record clerk, and became Graybar pres- 
ident in 1942. (See news story on page 95.) 
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NEW LINK 


mw 
SHOK-ABSORBER 


‘er. 
= Wy 


Pre Pn, 

* Guaranteed by @ 

Good Housekeeping 
4Or as ™ ‘J 


SS 


because magic TIME LAG FEATURE 
SAFELY ABSORBS STARTING OVERLOADS 


Handy 
5-pack and 


dpi cron Wg ON EVERY HOME A PROSPECT/ 


Motors on the many appliances in the modern home 

Merchandised for impose heavy but brief current surge when started, 

often blowing ordinary fuses needlessly. But, ROYAL- 

household use... and LAG “SHOK-ABSORBER” Fuses are especially designed 

to absorb these temporary overloads, yet protect 
against dangerous overloads and short circuits. 








Equally adaptable for home or industry, you'll find 
“SHOK-ABSORBER” your magic new link to larger 
fuse volume. 


WRITE FOR CATALOG SHEETS—TODAY 


New single pack 
in display carton 








By the makers of famous “Crystal” the original glass-top fuse 


ROYAL ELECTRIC COMPANY, Inc. »- PAWTUCKET - RHODE ISLAND 
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Il. L. G. Hall, president, Stackpole 
Carbon Co., St. Marys, Pa. succeeds 
himself as treasurer. 

e Elect Three—Three NEMA mem- 
bers were newly elected to the board 
of governors, two of them to fill un- 
expired terms. Elected to a term end- 
ing in 1952 was R. S. Fleshiem, assist- 
ant to the vice president, general ma- 
chinery division, Allis-Chalmers Man- 
ufacturing Co., Milwaukee, Wis. For 
the term ending in 1953, the associa- 
tion elected Whipple Jacobs, presi- 
dent, Phelps Dodge Cooper Products 
Corp., New York. A. F. Wakefield, 
president and general manager, The 


J. F. Lincoln 


F. W. Wakefield Brass Co., Vermilion, 
Ohio, was elected to a term ending in 
1954. 

Reelected to serve for the term end- 
ing in 1954 were H. G. Blakeslee, vice 
president and general manager, Cory 
Corp., Chicago; P. M. Bratten, general 
sales manager, Frigidaire division, 
General Motors Corp., Dayton, Ohio; 
John L. Busey, vice president, General 
Electric Co., New York; R. Stafford 
Edwards, president, Edwards Co., Inc., 
Norwalk, Conn.; D. F. G. Eliot, vice 
president, Western Electric Co., Inc., 
New York; W. A. Elliott, president, 
Elliott Co., Jeannette, Pa.; Malcolm E. 
Henning, executive vice president and 
general manager, Penn Electric Switch 
Co., Goshen, Ind.; C. T. Lawson, vice 
president in charge of sales, Kelvinator 
division, Nash-Kelvinator Corp., De: 
troit; Max McGraw, president, Mc- 
Graw Electric Co. Chicago; A. F. 
Metz, president, Okonite Co., Passaic, 
N. J.; R. E. Murphey, vice president— 
sales, I-T-E Circuit Breaker Co., Phila- 
delphia; and George C. Thomas, Jr., 
president and treasurer, The Thomas 
& Betts Co., Elizabeth, N. J. 


Fair Traders Launch New Drive 


¢ American Fair Trade Council at annual Fall mecting 
held in New York City seeks new legislation 
* Ways discussed to replace void left last Spring in 


Supreme Court's decision on Schwegmann case 


EW YORK—An all-out drive to 

persuade Congress to enact legis- 
lation making fair trade laws enforce- 
able was discussed at the annual Fall 
meeting of the American Fair Trade 
Council. Held here at the Waldorf- 
Astoria Hotel, the full-day session, at- 
tended by many manufacturers from 
various sections of the nation, stressed 
the need for a unified approach in 
sponsoring laws to strengthen fair 
trade. 

Among the highlights of the drive 
for the enactment of fair trade legis- 
lation was a plan adopted by the group 
to transmit educational directives 
through member manufacturers to 
their wholesale and retail customers, 
as well as to the general public; the 
supplying of speakers by the council 
to carry the message of the American 
Fair Trade Council to the public; and 
the use of press and radio facilities to 
transmit the group's message. Called 
“Operation Restoration,’ the stated 
purpose of the drive is the restoration 
of fair trade “to its former potency for 
public service through effective 
amendment of the Miller-Tydings 
Act.” 

e Discuss Decision—The main top- 


ics of discussion by speakers and panel 
members at the meeting centered 
around the Schwegmann decision ren- 
dered last May by the Supreme Court. 
The decision, which touched off price 





Unfair Unfair Trade 


Four blocks from where the 
American Fair Trade Council was 
trying to breathe new life into 
fair trade, one long-time price- 
cutter was feeling the pressure of 
‘unfair” competition. A newcomer, 
also specializing in discounts, had 
planted himself on the same side 
of the street in a store just a little 
closer to Fifth Ave. and apparant- 
ly was siphoning off some of the 
business coming from that direc- 
tion. To counteract this, the vet- 
eran discount house had a sand- 
wich man pacing the street with 
a sign that warned the public to 
beware of imitators. 











wars between various large retailers in 
metropolitan areas, declared that re- 
tailers cannot be required to sell at 
fair-trade prices if they have not sign- 
ed agreements to abide by minimum 
resale prices set by manufacturers. Un- 
der the Miller-Tydings amendment to 
(Continued on page 100) 





THIRTY-NINE branch managers interrupt proceedings of the annual branch 
meeting of W. W. Grainger, Inc., to smile at the camera in the Knicker- 
bocker Hotel, Chicago. The meeting was climaxed with a dinner party at the 
Elmhurst Country Club. Representatives from the motor divisions of West- 
inghouse, General Electric, Emerson, Wagner, and Franklin Electric Co 


also attended. 
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Even at this point... 


it pays to be an 


ELECTRUNITE DISTRIBUTOR 


Hamstrung by directives and regulations 
. . stymied by shortages and impatient 

customers ... ready to sign in at a nice, 

quiet sanitarium? 

It still pays to be an ELECTRUNITE E.M.T. 

Distributor. Because... 


EQUITABLE DISTRIBUTION within the 
limitations of priority regulations is 
your assurance that you’re getting your 
fair and proper share of all the 
ELECTRUNITE E.M.T. we are allocated 
steel to make. 


SALE ONLY THROUGH DISTRIBUTORS assures 
you of your share of the sales and profit 
on all the ELECTRUNITE E.M.T. sold. 





REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st ST. « CLEVELAND 8, OHIO 
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CONTRACTOR PREFERENCE . . . proved by 
independent surveys each year... 
assures you that you’re selling the race- 
way that gets No. 1 mention by brand 
among contractors. 


EXCLUSIVE INSTALLATION ADVANTAGES, 
"*Inch-Marked®” for fast, accurate bends, 
and inside knurling for fast, trouble- 
free wire-pu!ling, give you talking- 
points to build long-range good-will 
among users. 


EXCLUSIVE “DEKORON-COATED” ELEC- 
TRUNITE E.M.T. ... for your customers 
and prospects who have extra-severe 
corrosion problems. 


ELECTRUNITE E.M.T. 


LIGHTWEIGHT THREADLESS RIGID STEEL RACEWAY 
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Electrical Distributors 


Are Proved Vital In 


Building Americas Armed Might 


Attention to the needs of defense production often over- 
shadows wholesalers’ day-to-day service to the military agencies. 
ELECTRICAL WHOLESALING presents here a detailed case 
history of how an electrical supplies distributor is helping 
America build up its military defenses—an example of what 


wholesalers are doing everywhere, everyday ... . 


By Howard J. Emerson 


Pacific Coast Editor 











All references to the activities and locations of military establish- 
ments, and accompanying photos, have been approved for publication 
in ELECTRICAL WHOLESALING by the proper military agencies. 
In order not to disclose information of a secret nature, dates of 
the invoices are not shown, specific uses of the electrical supplies 
and equipment are not described, and certain activities of the 
military agencies are presented in general rather than in detail. 
These small concessions to the security of our nation’s defense 
effort in no way inpair the value of this article, and they are 
necessary when a publication has gone so thoroughly into the close 
relationship between the electrical supplies distributors and the 
various elements of the country's defense program which they serve. 


The EDITOR 
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SECTION 1 


How an electrical distributor and his sales- 
men helped bring America’s Air Force out 
of mothballs. 


page 58 


SECTION 2 


“Keeping Them Flying” requires the alert 
service and know-how of the nation’s elec- 
trical distributor salesmen. 


page 62 


SECTION 3 


Electrical contractors and wholesale supply 
firms prove their worth in the re-activation 
of an Army Base. 


page 64 


SECTION 4 

Tucson Electric Supply Co. demonstrates 
that the ability of the electrical distributing 
industry to perform its functions so well is 
a result of experience, good judgment, 
training and a willingness to serve. 


page 68 
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NCE again the nation’s electrical 

O supplies distributors and their 

salesmen are being called upon 

to show the value and necessity of 

their place in the country’s economy by 

their activities in helping rebuild 

America’s military strength and its war 
goods production. 

Prepared by the “know how” and 


the “show how” developed during the 
years of World War II and five years 
of supplying the demands of a rapidly 
expanding civilian economy, distrib- 
utors needed little but a “go sign” to 
take their place in the defense effort. 

In the September issue, ELECTRI- 
CAL WHOLESALING presented the 
story of Graham-Reynolds Electric Co., 


Los Angeles, and told how its recogni- 
tion for the need to establish a light- 
ing department staffed by a specialist 
is serving the area’s defense production 
by assisting industry in getting effi- 
ciently designed and installed lighting. 

But, during the one and a half years 
since the opening of hostilities in Ko- 
rea, not only defense production but 








THE WORLD'S LARGEST aircraft repair station is Grand Cen- 
operation for de-cocooning 


B-29 bombers. Stored aircraft, left rear, proceed through the 
hangars and emerge as those in the foreground, ready for 
service in Korea or at one of America’s other bases. Tucson 


tral Aircraft Co.’s Tucson, Ariz., 


SECTION 1 


ORLD WAR II famous B-29 
Wyesrresiors started rolling out 
the hangar doors ready for action 
over Korea and for manning the na- 


tion’s bomber bases only 90 days after 
the Grand Central Aircraft Co. started 


converting a de-activated wartime 
modification center into a “de-cocoon- 
ing” and modernizing base. From the 
time this company, under a $28,000,- 
000 contract to the Air Force, took 
over the huge plant at Tucson Munic- 
ipal Airport—it has 15 acres under 
one roof—electrical wholesalers such 
as Tucson Electric Supply Co. were 
vital to the company’s job of readying 
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Electric Supply Co. served Grand Central Aircraft in a vital 
capacity—as a consultant on electrical problems, as an im- 
mediate source of electrical supplies, as an expediter for pro- 
curing special electric equipment during the rush to ready 
this plant for its service to the Air Force. 


How The Distributor Helps 


for the air the country’s reserve bomb- 
er fleet. 

Five years ago, all easily removed 
equipment was stripped from the 
B-29's, then five coats of plastic, each 
1/10000th of an inch, were sprayed 
over the ship to create an air and 
moisture tight “cocoon.” At a cost of 
about $1,000 each, a $750,000 bomber 
was preserved for just such an emer- 
gency as the nation encountered when 
the Korean situation erupted. Now 
classified as “medium bombers,” the 
stored B-29’s were America’s only long 
range aerial weapon available to help 
the Ait Force bide time until the 
newer and larger globe-spanning 
bombers could be built in quantity. 

Tucson Electric Supply served 
Grand Central Aircraft Co. not only 
during the mad rush to prepare the 


plant for its work, but has continued 
to be an immediate source of both the 
normal construction and maintenance 
electrical supplies and special electri- 
cal equipment put into stock at the 
request of the customer. Although the 
huge hangars were not “stripped” 
when their use as a B-24 modifica- 
tion center was ended in 1945, con- 
siderable changes were required to 
meet the working needs of Grand Cen- 
tral’s job. Replacement of some war- 
time electrical equipment, changes in 
the location of load centers, provision 
for machinery at locations different 
than for the previous work, all called 
for the assistance of an electrical sup- 
plies distributor's salesman to work 
closely with the plant engineering 
staff and with the electrical contractors. 
And it required the availability of a 
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the armed services themselves have ex- 
perienced the value of having local 
electrical supplies wholesalers available 
to help them meet the “speed up” put 
upon their activities. Typical are three 
military activities in the area served by 
the electrical wholesalers of Phoenix 
and Tucson Arizona. There, the re- 
activation of Fort Huachuca, the con- 


version of an Army specialist training 
center into a “de-cocooning” operation 
for B-29’s, and the expansion and 
maintenance of one of the nation’s 
largest active Air Force Bases, all have 
depended on local electrical distributors 
to supply or procure needed equipment, 

From the records of one of these 
wholesalers—Tucson Electric Supply 


Co.—ELECTRICAL WHOLESALING pre- 
sents case histories of the service per- 
formed for these vital elements of the 
nation’s preparedness program, plus an 
analysis of this typical wholesaling 
concern—what makes it and its sales- 
men able to meet the demands of its 
military, industrial and civilian cus- 
tomers. 





THE NATION’S DEFENSE depends on the availability of the 
“Superforts’”” as a bombing 
force until such time that newer bombers are built in equal 
goes ahead with its 
and 


large reserve of World War Il 


quantity. As Grand Central Aircraft 
$28,000,000 contract to de-cocoon 


recondition the 


Revitalize The Air Force 


local wholesaling house that could pro- 
vide immediate delivery of special 
equipment. Tucson Electric Supply 
served in this capacity along with other 
wholesalers to the point that no delay 
in the readying of the plant was caused 
by lack of electrical supplies. 

Since late 1950, when the first de- 
cocooned B-29 took to the air, Tucson 
Electric Supply has worked closely 
with Grand Central Aircraft in sup- 
plying maintenance supplies. At the 
request of this customer, the whole- 
saler storks a wide variety of special 
terminals and battery clips for use in 
the B-29 circuits. Regularly, one of the 
Kaplan family, which owns and oper- 
ates Tucson Electric Supply, is in con- 
tact with Grand Central, working with 
the purchasing department on supply 
specifications and converting govern- 


ment specifications into manufacturers’ 
descriptions. 

In an example similar to legend of 
the kingdom that was lost because of 
a nail needed for the hoof of the king's 
horse, the first de-cocooned B-29—the 
famous “Lucky 13” of Japan bomb- 
ing fame—was ready for take-off, ex- 
cept for a few dry cells for its radio 
equipment. The Air Force was unable 
to decipher the old Army numbers. 
On an emergency call, Sam Kaplan 
identified the manufacturer's wartime 
code ssumber, telephoned East and had 
a suppsy air-expressed. The next morn- 
ing, Lucky 13 was ready for the his- 
toric take-off thanks to the availability 
of an experienced electrical wholesaler 
and his willingness to provide extra 
time and extra service to his customer. 

However, more important than such 
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B-29’s, it relies on such wholesalers as Tucson Electric Supply 
for day to day needs for electrical supplies or maintenance 
Special and unusual stores of electrical goods can be stocked 
for immediate delivery by Tucson Electric if the customer 
makes a prior request for them 


a romantic episode, is the day to day 
service which Tucson Electric Sup- 
ply Co. performs in helping Grand 
Central Aircraft Co. do its important 
defense job without a delay due to 
electrical supply problems. The value 
to Grand Central of having Tucson 
Electric Supply's local stock, the will- 
ingness of the wholesaler and his staff 
to provide extra service with the sup- 
plies, the availability of the staff's 
knowledge and experience for consul- 
tation on electrical problems—those 
are the long range values. The follow- 
ing invoices tell better than words the 
value of such a wholesaler as Tucson 
Electric Supply Co. to such a military 
contractor as Grand Central Aircraft 
Co. And they are examples of what 
electrical distributors are doing 
everywhere, everyday. 








MEMBER INVOICE 


SERVING THE TRADE FOR 30 YEARS 


(SON ELECTRIC SUPPLY C0. 


P.O. Box 5136 
523 East 10TH STREET 
TUCSON. ARIZONA 


DESCRIPTION NO. DESCRIPTION 
Mongerson 100A-575V-3P-Entrance # Edwards Door Opener 
Switch 4 Greenfield - Paranite 
Thomes & Betts Terminal Allen Bradley S-2-F2 3 ¢ 220V 60 
Appleton Lighting Fixtures Meg. Starter w/2N37 Heater 
Allied Rubber Caps 00 2SA Allen Bradley Push Button 
Hubbell Duplex Receptacles Station - 1 B.O. 
Hubbell 10A 2 Wire TL Caps Paranite TW Wire 
Mueller Battery Clips +740 5.0. Appleton 3/4" Explosion-proof 
Appleton 4" Square Boxes’ Junction Box 
EMT-Republic 3 Hubbell 3 Wire TL 10A Connector Body 
Thomas & Betts EMT Couplings Appleton 34" Entrance Head 
Rigid H.W. Conduit-Republic Gedney 3/4" Entrance Head 
Rigid H.W. Conduit-Republic General.Electric Starters 
Hubbell 2W 10A TL Rubber Caps 
American Beauty Soldering Iron Tips 


12 HOURS (overnight) OVERNIGHT 


DESCRIPTION < ° DESCRIPTION 


Star Fiber Plugs (Rawl Plugs) Robbins & Myers Fan 

3/4 x 66" Scotch Electrical Tape American Beauty 100W.-11LOV. Soldering 
Appleton 1} Ground Clamps or Equal Irons--9 B.0. 

Penn Union Solderless Connectors J Dutch Boy Spool Resin Core Solder 
Rawl Plugs 40/60-Dutch Boy 

Appleton 1} Ground Clamps or Equal-- 100 Appleton in EMT. Connectors, W.T. 
6B. O. ( Mueller Battery Clips 

Galvite Conduit - Republic - 300 B.0. 22 EMT Republic 

Appleton 4" LB Unilets M9-2 Duro 3" WT Connectors 

Appleton $" LR Unilets é Thomas & Betts $" EMT Couplings 
Pess & Seymour S.P. Totally Encl. 3 Thomas & Betts Stakon Connectors 
Brown Bakelite Toggle Switches 


DELIVERED SAME DAY PICK-UP 





THREE TO SIX WEEKS would be required for the 
delivery of the material on these invoices if shipped 
from the factories. Distributor supplies most items 
in 12 HOURS OR LESS 


—---------—---7--- — -- ---------- == - 


CAT. 
QUAN. NO. DESCRIPTION DESCRIPTION 
Trumbull 8-15ASP, 1-15ADP Flush 
Multibreaker With Can 
Appleton 4" Square Boxes 
Steel Tube - Republic 
Duro 1" Steel Tube Connector W.T. 
Alwalt S/C Junction Box 
Steel Tube 
Appleton 3/4" W.T. Steel Tube 
Connectors 


3" EMT-Republic 

7580 Hubbell 3W TL Receptacles - 5 B.0O. 

3138 American Beauty 24V - 100 W Soldering 
Irons 

12 Paranite TW Solid Wire - Red - 80! 
B.0. 

103 Bowers Handy Boxes 

96TO50 Appleton 3" WT Connectors 

5180 Thomas & Betts 3" EMT Coupling: 

391-060 Jefferson 60A Renew Fuses 

8801 Pass & Seymour SP Switches 

7540 Hubbell 2W TL Duplex Receptacles 

452 Bowers Surface Covers 4" for 2 
Duplex Recept. 


PICK-UP IMMEDIATE 
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CAT. 

DESCRIPTION QUAN. WO. DESCRIPTION 

1 7 Hubbell 20 Amp., 250 V. 
Armored Cap 

1 Hubbell 20 Amp., 250 V. 
Receptacle 

1 Hubbell 10 Amp., 250 V. 

Arnored Cap 

P&S 10 Amp., 250 V., 2 

Flush Recept. 

TW Sol. Black Wire 

Trumbull 30 Amp., 3 P, 

Plug Fuse Switches 


Appleton 4" square 1/G duplex 
Receptacle Plates 

Type RH Stranded Bleck Wire 
Type TW Syn. Solid Wire 

FH Wood Screws 

Hubbell 10 Amp. 3 Wire Single 
Receptacle 

Hubbell 10 Amp. 3 Wire Caps 





~ 


~ 
= 
oO 


(will call) 


IMMEDIATE IMMEDIATE 
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THEY KEEP FLYING their B-29's be- 
cause such an Air Force Base as Davis- 
Monthan, Tucson, Ariz., operates at 
high efficiency, using the lessons of 
its peacetime operational training in 
the speeded-up defense program 
During peacetime, and now, Davis 
Monthan has available the services 
and supplies of a local distributor and 
it uses these services daily for its 
maintenance, construction and oper- 
ational needs in electrical supplies and 
equipment. 


How The Distributor Helps 
Keep ‘Em Flying 


SECTION 2 


HE boys at the Davis-Monthan Air 

Force base, Tucson, Arizona, play 

for keeps. And what America keeps 
of her freedom and the freedom that 
she has guaranteed for friendly na- 
tions depends much on the prepared- 
ness and the readiness of such perma- 
nent air operational groups as the unit 
at Davis-Monthan—the 43rd Bom- 
bardment Wing, Medium, U. S. Air 
Force, with its modernized B-29 
bombers. 

From such permanent Air Force 
operational units come the “know- 
how” that provides the backbone for 
an expanded air force. And through 
the peacetime period when, with mini- 
mum complement, the Davis-Monthan 
Base continued to practice, to study, 
to improve air bombardment tech- 
niques, and to train the officers and 
men who would be the nucleus of any 
future expansion, such an electrical 
supplies distributor as Tucson Electric 
Supply Co. was serving its electrical 
supplies needs. 

But, to some extent, Tucson Electric 
Supply's relation to Davis-Monthan 
was similar to that base's relation to 
the nation’s military picture—it was 
on a standby basis. Tucson Electric 
Supply worked closely with the elec- 
trical maintenance men, serving the 
occasional needs of a minimum opera- 
tion. This wholesaler worked when 
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possible with the local electrical con- 
tractors and the Air Force when 
changes in the facilities of the air base 
required new construction or altera- 
tions in existing buildings. During this 
period Tucson Electric Supply pro- 
vided service that might be considered 
above and beyond peacetime duty. 

It was a period of serving and learn- 
ing for the management, salesmen and 
staff of Tucson Electric Supply Co., 
just the same as these five “peacetime” 
years were for the other electrical dis- 
tributors across the nation who serve 
the military services. Tucson Electric 
Supply learned during those years the 
techniques of serving the needs of a 
strictly military operation—techniques 
usually different than needed in serv- 
ing military contractors and civilian 
customers. The staff became familiar 
with the translating of military codes 
into manufacturers’ specifications, fa- 
miliar with the rigid requirements in 
methods of billing and the rules on 
payment. Management and salesmen 
became familiar with the Air Force's 
need for types of electrical equipment 
not carried in a wholesaler’s normal 
stock. Tucson Electric Supply now 
handles a wide variety of electrical 
items specifically requested by Davis- 
Monthan—and it: some cases these 
items have remained on the shelves 
two years before being needed, then 
it was on a “will-call.” 

Today, such experiences of the pre- 
Korea years are paying off in this dis- 


tributor’s service to the nation’s ex- 
panding Air Force. As the activities 
of the 43rd Bombardment Wing 
speeded up with the beginning of hos- 
tilities in the northwest Pacific, Davis- 
Monthan had at its call the services 
and facilities of an electrical supplies 
jobber which could take the demands 
of a military service in its stride. Be- 
cause the type of operation at Davis- 
Monthan is associated closely with the 
bombardment wings operating B-29’s 
out of Okinawa and Japan in the daily 
heavy bombing of enemy centers in 
North Korea, the availability and serv- 
ice of a local electrical wholesaler can 
have a far-reaching effect in the coun- 
try's efforts to re-establish peace. 

The value of Tucson Electric Supply 
to the Davis-Monthan Air Force Base 
was emphasized to ELECTRICAL 
WHOLESALING’S writer during his 
visit to this wholesaling house. Air 
Force supply sergeants drove up, hit 
the city counter for a few electrical 
items and then headed back to the base 
with the frequency of privates patron- 
izing a USO coke bar on a hot Satur- 
day. More impressive in showing how 
Tucson Electric Supply is helping keep 
‘em flying are the following examples 
of invoices, together with information 
on how quickly the Air Force wanted 
a few essential items, and how quickly 
this wholesaler usually is able to sup- 
ply them. And they are examples of 
what many wholesalers are doing 
everywhere, everyday. 
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MEMBER INVOICE 


SERVING THE TRADE FOR 30 YEARS 


TUCSON ELECTRIC SUPPLY 00. 


: | P O. Box 5136 
Distri nutors 523 East 10TH STREET 
TUCSON. ARIZONA 

— 





zo 


DESCRIPTION DESCRIPTION 

Appleton 4-0 Box Cover W/%" K.0. 
Garvin Handy Blank Covers 

Garvin Handy Toggle Covers 

Bower Handy Extensions 

Wiremold Receptacle Plug 

TW Sol. Black Wire, Paranite 

B.O. 2M 

TW Sol. White Wire, Paranite 

C-51 Allen & Bradley Manual Starters 
With Heaters For 4 HP-110V-opentype 
Appleton V.P. Fixture W/Globe & 
Guard 

Duro 3/4" E.M.T. W.T. Connector 
Appleton 1" Locknuts B.0. 100 
Pass & Seymour 3/4" Pore. P.C. 
Receptacles 


McDonald Combination Plate Ivory 
Weaver 5/8 x 8 Ground Rods -- 

B.O. 
Allen Bradley Bull. 600 C51, type 
1-W/7A Heaters 200 B.0. 
Allen Bradley Bull. 709Sp, Size 1P, 
Form 2 19, 110/220 With Heaters for 
5 HP--6 B.O. 
Trumbull 30A, 3 pole, 3 NEC Fuse, 
Type D. Sw. 
Appleton 14" x 13" reducing washer-- 
16 


Edwards Door Opener—1l B.0O. 


OVERNIGHT OVERNIGHT 


DESCRIPTION DESCRIPTION 

Rigid Galv. Conduit--100' B.0. 
Rigid Galv. Conduit--1M' B.0O. 
Appleton 13" WT Connectors 

Jeff. 25A, 250V, NR fuses--168 B.0. 
Rome EMT 


Allen Bradley 82, Fe, Type 1, 3 g, 

220 V., 60 Cy., 7 H.P. Starter With 
2- N37 Heaters 

Sunbeam 2 - 40 W. Ind. Fluor. Fixtures 
24 BO 


Edwards Bell Transformers 
EMT Republic 
TW Strd. Wire - Paranite 


G.E. 2-40W Instant Start Ballast 
Appleton 1" Ent Head 

Appleton 13° WT Connectors 

Galv. Rigid Conduit Couplings 
Edwards Lungen Buzzer Bull. 100, 
8-12V, Size 12 1/8" x 15 1/16" 60 
cy.—-6 B.O. 


OVERNIGHT OVERNIGHT 
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INVOICE 


<> TUCSON FLECTRIC SUPPLY 00. 


. . P. ©. Box 5136 
Distributors 523 East 10TH STREET 
TUCSON. ARIZONA 
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DESCRIPTION 


Royal Plug Fuses 

Eagle Plug Fuses 

Duro 1/2" WT Connectors 
Republic EMT 

Republic EMT 

Trumbull 6 Circuit Flush MB, 
6-15 A S.P. W/can 


DESCRIPTION 


Appleton Handy Boxes 

Garvin Handy Duplex Covers 
Hubbell Brown Duplex Receptacles 
S Bronco Cord 

Allied Rubber Plug Caps 
Appleton 1/2 Conduit Bushings 
App}eton 1/2 Locknuts 


PICK-UP PICK-UP 





CAT. 
DESCRIPTION QUAN. No. DESCRIPTION 
40 392-015 Jefferson 15 amp 250 V renewable 
Fuse Links 
13121F Trumbull 2-15ASP Flush Multi- 
breakers 
Trumbull 3-15ASP 1-20ASP Flush Multi 
W/can 
K-100 Simplet fixture hangers 
2959 Hubbell 100 watt Fluorescent Lamp 
Holder & Starter Sockets 
640 Smoot Holman Ball Aligners 
FS64 General Electric 100 watt 4 prong 
starters 
4143H GH 30 amp 3 pole S/N switches 
341 


Edwards Bull. 100, Size 0 Buzzers 
Edwards Bull. lOOAC, Size 4 Buzzers 
BO-1 

Edwards Buzzers 

Green & Yellow Type C Lamp Cord 
Appleton 1 1/4 Steel Tube Coup. 
Garvin Handy Duplex Receptacle Plates 
General Electric 2 lite 40 watt 
Ballast BO-14 

Edwards Pearl Push Button BO-30 
Mueller Battery Clips BO-300 
Appleton 1/2 BX Conn. 

Appleton 3/4 WT Steel Tube Conn. 
Stephens Romex Conn. 

Mueller Universal Battery Clip 
BO-37 


STOCK 
PICK-UP 


35040 


8465 Appleton 4" sq. blank covers 
7495 Appleton 1/2 90° rigid elbows 
391-025 Jefferson 25 amp 250V renewable fuses 


IMMEDIATE 
PICK-UP 
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SECTION 3 


RT HUACHUCA was raped in 

1946. 

This historic army base isolated 
in the bleak desert country of south- 
ern Arizona close to the border of old 
Mexico was de-activated at that time. 
This fort, over which the flags of four 
nations have flown, succumbed to the 
legalized pillage assigned to the War 
Assets Administration. Practically all 
electrical and other equipment were 
stripped from the facilities that dur- 
ing World War II had been used in 
the training of troops for the African 
and other theatres. 

The incident in Korea changed the 
picture. Mobilization of a large Army 
for defense, plus appropriations to 
make it possible, put Fort Huachuca 
and similar posts on the needed list. 
To the Army's famed Corps of Engi- 
neers went the job of directing the re- 
activation—a job of replacing with 
similar or improved equipment all that 
had been stripped four years before. 

To the electrical contractors who 
handled most of the re-wiring and re- 
equipping of Fort Huachuca—Weeco 
Contractors, Inc., and Tidmarsh Engi- 
neering Co., of Tucson—went prob- 
lems unlike those encountered in any 
new construction, military or civilian. 
The jobs had to be laid out as they 
went along, with as much depending 
on what had been used previously and 
what still remained, as it did on what 
was needed most for the future. 
Switch plates might be needed for 
boxes still in place as well as for boxes 
to be installed. Fittings might be 
needed to connect conduit still in with 
new runs. 


How The Distributor Helps 
Build The Army 


A NEW ARMY 


is trained to defend the na- 


tion's freedom. To provide facilities for train- 


ing, 


to be re-activated quickly 


out-of-service World War 


Il bases had 
The contractors 


handling the electrical wark at Fort Huachuca 
relied heavily on the availability and the experi- 
ence of such nearby distributors as Tucson Elec- 


tric Supply Co 


That the electrical work in the re- 
activation of Fort Huachuca was com- 
pleted on time was due not only to 
the ingenuity of the contractors but to 
the availability of local electrical sup- 
ply distributors and their salesmen and 
staffs. Tucson Electric Supply Co. had 
an important part in assisting the re- 
activation. From the beginning, before 
crews were on the job, TESCO man- 
agement and salesman John F. Dragoo 
were at the Fort working with the 
contractors’ engineers and the Corps of 
Engineers in writing preliminary spec- 
ifications. Of particular value co the 
contractors at that time was the ability 
of Tucson Electric Supply's men to 
apply their knowledge of the multi- 
tude of products in the electrical in- 
dustry to the writing of specifications 
that would make it easier to install 
new equipment alongside or connected 
to facilities still in place. Likewise, the 
wholesaler was able to point out where 
susbtitutions would have to be made 
eventually, so that time would not be 
wasted in ordering equipment in short 
supply at manufacturer level. He was 
able, too, to make the specifications 
call for supplies currently in stock. 

While the contractors’ crews were 
on the job, TESCO’s management and 
salesman worked closely with them be- 
cause there were day-to-day changes in 
specifications as new problems were 
met, and there was a regular need for 
more materials as new work was dis- 
covered. Sam Kaplan reports that at 
least 12 round trips of 100 miles each 
were made by him and his men to pro- 
vide service to the job at Fort Hua- 
chuca, not counting the regular de- 
livery of supplies by the wholesaler’s 
trucks. Al Kaplan made the trip early 
one morning to bring a few fittings 
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that saved a full day for the contrac- 
tors crew. Sam was called down to 
estimate the amount of busduct needed 
at one location. At another time, when 
called in to help with specifications 
for a type of control equipment, one 
of Kaplan’s men found the old con- 
trol equipment still usable but in an 
out of the way location where even the 
strippers had missed it. The discovery 
meant the loss of an order, but it 
speeded up the job and saved a chunk 
of the taxpayers’ money. 

The staff of TESCO was equally 
diligent in serving the needs of the 
Fort Huachuca contractors and the 
Corps of Engineers back at their desks, 
warehouse and shipping room in 
Tucson. Procuring essential materials 
for the job meant regular use of the 
long distance telephone to manufactur- 
ers, and it was not unusual to place 
10 such calls to obtain one item. The 
contractors had the home ‘phone num- 
bers of the Kaplans and salesman 
Dragoo, and they did not hesitate to 
use them. Frequently the contractors’ 
foremen returned to Tucson on Satur- 
day night, bringing with them orders 
for supplies needed by their crews on 
Monday morning. 

Today Fort Huachuca is an active 
military post where elements of the 
Nation’s new Army are receiving spe- 
cialized training. How such a distribu- 
tor as Tucson Electric Supply Co. 
helped speed the re-activation of this 
post by providing an immediate source 
of electric supplies plus an organiza- 
tion able to expedite procurement of 
special equipment, is evident in the 
following invoices. And they are sam- 
ples of what some electrical whole- 
salers are doing everywhere, every 
day. 
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uaunen INVOICE 


SERVING THE TRADE FOR 30 YEARS 


TUCSON ELECTRIC SUPPLY (0. 


P. ©. Box 5136 
523 East 10TH STREET 
TUCSON. ARIZONA 


DESCRIPTION 


S/N Switches 
% Cord 


Hubbell Keyless Porc. 
Bodies 
Hubbell Keyless 
BO-6 

owers 4" S v Trumbull 40 
Deel Canopy Full Switches . 
Cable Door Bell 
Edwards Bell Push 
Stephens Connectors 
P&S 5&.P. Switches 
Cornish Type S Cord 65/30 


Steel Tube 

Duro 2" WI s 

Duro 2" WT St 

Steel Tube Elbows BO-l 
Steel Tube 

Steel Tube Eibows 

Duro 11/45 

Duro 1 1/4 Steel 7 

Plume & Atwood 6" 


HNUNEBREVVenur L ad 8 Co 


IMMEDIATE. 
STOCK PICK-UP 


41418341 CH 30 A., 3 SN, type D, Ent. Sw. 

4 Stephens "Connectors 
2 380V Appleton 90° BX Connectors 
J09SP AB Bull. 709 SP, S 0, F 2, 110/220, 
1 J, 60 cy. Magnetic Starters Legs 
Heaters 
AB Heater 
Slipknot Brown Tape 
P&S Pigtail Socket 
Eagle Plug Fuses 
Comm. Plug Fuses 
McGill Lemp Guards 
Bowers 4" Oct. 
Appleton 1/2" , 


Parenite Green 


nn 
@ 


2 


1 ilet “Covers 
nl 1/2" Wr Connectors 
n 1 1/2" WT Couplings 
WT Connectors 

ppleton i" WT Couplings 

Duro 3/4" WT Connectors 

Duro ah "Wr + 


A 
Al 


+ 
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Wn Ow 
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ny 
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al al ee 
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STOCK PICK-UP 
SAME DAY 
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EVERYWHERE, EVERYDAY electrical wholesale dis- 
tributors and their salesmen are demonstrating their 
value by providing essential goods at the right 
place in a minimum of time with maximum service 
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DESCRIPTION DESCRIPTION 

Type R SBRC Sold Black Wire 
Jeff. 100 Amp., 250 V. NR Fuses 
Jeff. 60 Amp., 250 V. NR Fuses 
Bowers Handy Boxes 


29. Trumbull 4 Circuit Surface Panels 
4385H6S CH 6 Circuit Surface Panels 
$25 Penn Union Solderless Connectors 
S65 Penn Union Solderless Connectors 
230-161 Jefferson Bell Transformer on 4" Garvin Handy Duplex Receptacle Plates 
Cover Hubbell Brown Duplex Receptacle 
177 Eagle Brown Bell Buttons Garvin Hendy Switch Plates 
204 Commercial Plug Fuses Steel Tube 
1835 P & S 3 Way Toggle Switches Brow RH Machine Screws 
Riviera 2 Pole Pipe Straps Appleton 1/2 one hole TW strap 
P&S 4" ‘Duplex Receptacles Appleton 4 11/16 box 1" K.0. 
Bowers 4" Blank Rd. Covers Bowers 4 11/16 Blank Covers 
Paranite Friction Tape Appleton 1/2xl reducing washers 
Hubble 3/G Brass Toggle Plates (8773) Mephisto Hammer 
Stephens Connectors 
P &S SP 20 A Toggle Switches 
SBRC Type R Wire 


wenn === 4 


EMERGENCY IMMEDIATE 
SUNDAY 











eee eae a ee 


DESCRIPTION DESCRIPTION 
0S-60% Bronco Rubber Cord 

OS-60% Bronco Rubber Cord 

1/32 Type C Bronco G & ¥ Cord 
OSJ-60% Bronco Rubber Cord 

P &S Brown 1G Single Rec. Bakelite 
Plates 

Jefferson Transformers on 4" Round 
Cover 

T 60 A 3P SN Type D Switches 

T 60 A 3 Pole 3 Fuse Type D Switches 


Bronco Reel 


Plymouth Brown Friction Tape 
Plymouth Rubber Tape 

Eagle 20A, Plug Fuses 
Presto Lite Tenks 


100 x20 
3/4 Gr. 1xd-20 


EMERGENCY 
SUNDAY 


po Cee GNGD a AADEEDEDED EbaneEED anemencncnamanestiiben 
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ZIDMARSH —___ 


May 17, 1951 


@ service rendered our o ntracting end | engi neer-. 

Tucson Electric Supply Company, perticulerly in 

our work ag sub-contractor for ti + &. Army Corps of Engineers 
on the reactivation of Fort Huac’ in Southern Arizona. 


It would have been impossible for us to have served the 
Corps of Engineers in this important job of preparing a onc e-surplus 
army base for renewed use in troop training without not only the 
immediate availability of besic deetpieal Supplies end equipment, 
but also the experienced personnel which Tucson Electric Supply 
Company and other local wholesslers make evailable on 2 moments 
Botice. 


Putting beck into service the electrical facilities of an 
Army base that, when declared surplus after World War II hed most 
of its electricel equipment stripped for selvage, presents «a 
variety of problems to the electricel contractor. These are oft 
problems more difficult to solve t those that would come with 
the building of « new base for wh specifications and bill 
f materials would be known lon e. In this type of work 
we have day to day decisions, hourly demands for materials -- and 
wa would not have been able to operate economically without the 
guidance and help of a nearby electrical distributor and his ready 
stock of electrical supplies. 


The tremendous demands being put on us today for both civilian 
and military work sometines tax our capacity. It is @uring those 
crucial times that we fully vrata hy the invaluable service being 
rendered by the electrical distributors 


Very truly yours, 


Tucson Electric 


TIDMARSH oe 
"i lex Gee 
- = TeA.. Beers 











WEECO CONTRACTORS, INC. 


us in the electri + 
self-evident. Then I reali zed | that was the reeson ec 
letter—beciuse we tend to take the services of the eeeloeslars fo 
granted. 


As I look over the past few months in perticular, I see many cases in 
contracts could not have been completed on time 
ea loss money, if it were not for the availability 
of electrical materials and the willingmess of the wholesalers to 
extra service in an emergency. 


nm our work as one of the electrical contractors serving th 
Arny Corps of Engineers at Fort Huachuca, Aris., during the reactiv 
that troop training base, we have hed many occasions to realize 
of such wholesalers as Tuceom Electric Supply Co. Looking back 
easy to remember their service on small as well as large orders. 
records show that on February 4th and sgain on the léth, one of 
Kaplans gave up his Sunday mornings with his family to open up the vare- 
house and fill anergency orders for us. Those supplies were on the job at 
Fort Huachuca ready for our crew to work om Moniay morning. Because of 
this vholesaler's willingness to do a iittle extra, days were saved in the work of 
completing the reactivation of this important military installation. 


The rising importance of Arizona as an aviation and electronics 
production center will put many demands on us and the other electrical 
contracting firms, but in our case, at lecst, we know that whatever the job 

we take, we can count of the unfailing service and cooperation of the 
pe ered supply vholesalers. 














CTION 4 


QYPE electrical supplies distribu- 
tor must perform these serv- 
ices or his existence is not justi- 

fied,” explains Sam Kaplan, head of 

Tucson Electric Supply Co., in com- 

menting on his company’s work in 

supplying electrical goods to the mili- 

tary services and to military contrac- 

tors as told on the preceding pages. 
On the surface it would seem that 
Mr. Kaplan was presenting a “fait 
accompli” without due regard and re- 
spect for the knowledge, experience, 
organization, and hard work that have 
gone into making his concern, and 
others like it, able to perform the 
services we have shown. But to one 
who has spent time in the company 
of Sam Kaplan as well as in studying 
the organization and operation of his 
firm, such a statement is typical of 
this introspective individual who is 
one of the best self-educated and most 
intellectually-minded members of the 

electrical wholesaling industry. To a 

man such as he, to whom a little noon- 

hour reading may be a few pages from 

Plato, and who believes that most of 

the world is diving shamelessly into 

an abyss of materialism, such a dog- 
matic “must perform these services” is 
his only way to describe the right to 
existence of an electrical wholesaler. 

The ability of TESCO or any elec- 
trical distributing firm to perform 
these services is the result of both the 
experience and judgment of its man- 
agement, the training and willingness 
of its inside employees, and the atten- 
tion to service as well as sales by its 
field salesmen. The Kaplan family has 
achieved a neat balance of these es- 
sential qualities in its development of 

Tucson Electric Supply Co. during the 

10 years since they opened the con- 

cern on Sept. 1, 1941, with 2,000 sq. 

fr. and 2 employees. Unlike a distribu- 
torship that has expanded its territory 
and salesmen’s volume to the point 
where shipping and warehousing fa- 
cilities are overtaxed and inefficient, 
or a concera which may have built an 
expensive office and warehouse with- 
out the market potential or the sales- 
men to justify it, TESCO has grown 
slowly with attention to the efficiency 
that comes from a balanced operation. 

Unquestionably, that goal has been 

easier to reach because of family own- 

ership and operation—Tucson Electric 

Supply Co. is chartered as a partner- 





When those military services and their contractors needed 
electrical supplies in a hurry, they had available a .. . 


DISTRIBUTOR 


Dedicated To 
SERVICE 


. . - With Management 


That Knows How 


ORGANIZATION and financing must precede any attempt 


to provide service. Tucson Electric Supply Co 
the Kaplan family, left to right, Irving, Mr 
Kaplan, and Al, seen above in regular management conference 


ship of Mr. and Mrs. Sam Kaplan and 
sons, Irving and Al—in which general 
management and finance are the re- 
sponsibilities of Sam, management of 
sales is the job of Irv, while Al super- 
vises purchasing and operation of 
warehouse and office. On its 10th an- 
niversary it would not be considered 
a “large house”—8,000 sq. ft. and 18 
employees—but it is an efficient, prof- 
itable concern that, as stated in its 
anniversary letter, “has tried very hard 
to warrant support by following a 
strict wholesale policy and by render- 
ing the type of service that our cus- 
tomers want and deserve.” 

One of the reasons that Tucson 
Electric Supply Co. is able to provide 
excellent service to its suppliers and its 


ro 





FACILITIES require planning and capital investment, but they 
are the tools with which the wholesale organization works. 
In ten years the Kaplans increased their plant from 2,000 
sq. ft. to this 8,000 sq. ft. building 


is owned by 
and Mrs. Sam 


is the staff's attention to 
the quick and efficient handling of 
orders. Those from Grand Central Air- 
craft, Davis-Monthan Air Base, and 
the contractors working on the re- 
activation of Fort Huachuca all car- 
ried “DO” ratings which TESCO ex- 
tended to its suppliers. Whereas DO's 
as such have passed out of the whole- 
salet's picture, attention to rated or- 
ders continue to be necessary at dis- 
tributor level. The concern with an 
efficient system of processing all or- 
ders is best equipped to supplement its 
procedure with a few steps that give 
rated orders the necessary attention 
without upsetting the regular business. 

At Tucson Electric Supply Co., an 
order, whether received by mail, phone, 


customers 
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KNOW HOW separates the men from the boys in the electrical 
wholesaling business 
to date on government orders, market conditions, company 
policies, through regular meetings such as above 


The Kaplans keep all key personnel up 


or from a salesman, is written up in a 
book that makes copies plus the orig- 
inal. Copy #4 stays in the book. 
Copies 1, 2, and 3 go to the credit 
department for initialing, then to Al 
Kaplan. He checks on the quantities 
being ordered—a practice instituted 
since the arrival of shortages and con- 
sidered vital in enabling the whole- 
saler to se:vice all customers fairly. Ii, 
from a knowledge of his inventory, 
Kaplan finds that the filling of any 
part of the order would deplete his 
stock he may arrange with the con- 
tractor or the industrial to provide 
part of the order then and keep ship- 
ping from future stocks in quantities 
that will enable the crews to have suf- 
ficient materials as the job progresses. 
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If the order is from the military or a 
defense contractor, Kaplan may ar- 
range the same procedure and make 
attempts both to procure the materials 
from other sources and to expedite the 
stock from the suppliers. Another rea- 
son for the check at this point is to 
prevent hoarding of scarce supplies. 
Kaplan compares a contractor’s or an 
industrial’s order for scarce materials 
against that customer's normal pur- 
chases. If it is evident that the cus- 
tomer is ordering larger quantities, or 
ordering more frequently, than in the 
past, and there is no evidence of the 
customer getting a job that would war- 
rant the increased stocks, Kaplan can 
assume that someone it stockpiling. In 
such cases, unless the customer can 
justify the larger order, Kaplan whit- 
tles it down to the size of past orders. 

The orders proceed next to pricing, 
where copy #1 remains. Then copies 
2 and 3 go to the warehouse where 
one man fills the order. After it is 
filled, another warehouseman must 
check it. The latter determines if there 
are satisfactory substitutes for items 
not in stock, and if not, he enters them 
as back orders. Copies 2 and 3 are 
marked to show how much of the or- 
der was filled, partially filled or back- 
ordered. Copy #2 becomes the packing 
slip. When the order is ready for ship- 
ment, in the case of out of town or- 
ders, the warehouseman indicates on a 
postcard the amount of the order that 
has been filled, when unfilled quanti- 
ties can be shipped, and this card is 


mailed to the customer. 

Copy #3 proceeds to the office 
where a girl in charge of back order 
records enters under commodity classi- 
fications the items not in stock. Then 
the order is priced out and proceeds 
to a girl who extends the prices to 
copy #1, which will be the customer's 
copy. After the order has been posted, 
copy 3 goes to Irving Kaplan. He 
checks it to see that no unnecessary 
back orders were placed—for example, 
that a back order was not placed for 
goods he knows are enroute in suffi- 
cient quantities, or that back orders 
were not placed for items, models, or 
sizes no longer available. From Irv, 
copy 3 goes to Kardex where the quan- 
tities delivered are taken off inventory 
records. Then it goes to be checked 
against copy 4 on which is placed the 
date posted on the customer's ledger 
card. That procedure provides TESCO 
management with a constant check on 
orders completed and not completed, 
and whether or not completed orders 
have been posted. 

The Kaplans have instituted vari- 
ous procedures designed to increase 
accuracy and efficiency under today’s 
conditions of supply. Receiving clerks 
are permitted to believe only what 
they see. They make a physical inven- 
tory-of incoming shipments, recording 
it in triplicate. This count is checked 
against the manufacturer's packing 
slip, and then goes to the order de- 
partment to await checking against 
the manufacturer's invoice. Goods sent 


out by TESCO trucks are not consid- 
ered delivered until the driver returns 
and enters in a special book the rec- 
ord of that delivery. 

A special book was kept to record 
all DO’s. Across the page were listed: 
Customer, date, customer's purchase 
order number, invoice number, the 
specific DO rating, catalog number, 
cost, extension. TESCO kept a sep- 
arate sheet for each manufacturer. 
Back orders are recorded in a separate 
book, showing customer, date, invoice, 
amount on order, allocation. This rec- 
ord is used to determine how stock 
will be allocated among customers 
when it comes in. Another book was 
used to record for the NPA all DO 
orders with the date the customer's in- 
voice with DO extension was received. 

As a distributor dedicated to serv- 
ice, Tucson Electric Supply Co. has or- 
ganized to be efficient and workable 
within the limits of its size and the po- 
tentials of its market area. As in the 
case of any successful electrical sup- 
plies distributing firm, no one phase 
of TESCO’s operation, no one group 
of people, is responsible wholly for its 
success—it takes good management, 
adequate facilities, trained manpower 
and effective selling. ELECTRICAL 
WHOLESALING presents in the follow- 
ing photostory some of the _back- 
ground, procedures and personnel that 
contribute to the success of TESCO 
and enable it to serve a vital role in 
assisting those responsible for building 
our military and productive strength. 


Manpower and Techniques Speed 


INVENTORY CONTROL at Tucson 
Electric Supply is maintained on a 
Kardex system kept up to date 
daily, plus a monthly verification 
handled through physical checking 
of stock, as David Graham is doing 
below. 
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CREDIT must be checked whether contractor is 
working for military services or not. All orders go 
to David Plotkin immediately after being written 
order 


there is question of credit status, 


SAFEGUARDING stock from those 
who would hoard, is done by check- 
ing all orders against the customer's 
is record of past purchases—as Irv 
and counterman Ed Pecher are do- 
ing. If hoarding is obvious, order 
is whittled to size. 
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ACKNOWLEDGEMENT of al! orders helps customer know 
where he stands. David Graham writes postcard which will be 
attached to order. When order is filled, warehouse manager 
R. C. DeYoung, standing, will correct it and mail it. 


EW industries have increased 
their efficiency more than the 
electrical supplies distributor dur- 

ing the last five years of peace, and 
the results are evident to all custom- 
ers. Adoption of new office methods, 
use of specialist personnel, employ- 
ment of the latest filing and bookkeep- 
ing machinery, development of office 
procedures suited to the individual 
concern—all have speeded the process- 
ing of orders and made the handling 
of them more accurate. In the ware- 
house, inventory methods, storage 
plans, order filling techniques, em- 
ployment of materials handling equip- 
ment, special training of employees— 
all have cut the time as well as the 
cost of filling orders and handling in- 
coming stock. 


Orders Efficiently 


ORDERING is tricky but essential 
part of work in getting stocks of is 
those parts which military services Kaplan 
and their contractors will want in 
a hurry. Irving Kaplan, anticipating 
security lighting business, orders 
weatherproof lamps 


essential 
checks 


menthal, have 


TRAINED PERSONNEL to handle record keeping 
in providing efficient 

posting with Helen 
who with Roselyn Lefkowitz 
latest office equipment 


ASSORTMENT of supplies and equipment meet the customer 
at TESCO’s city counter, for the concern is essentially a supplier 
to contractors. To the military, this counter is the spot for 
quick pickups for immediate use 


FILLING ORDERS is a procedure double-checked at TESCO 
Warehouse manager DeYoung looks over order, tries to find 
acceptable substitutes for products out of stock, fills out the 
postcard to advise customer of shipment 


PROTECTING rated orders requires 
special procedure. Lois Jaeschke, 
right, checks her DO with 
warehouseman Nick Dimasi, set- 
ting aside from incoming stock 
enough to handle DO's. Balance is 
allocated to other customers 


service. Al 
Hartman, 
and Claire Blu- 


book 
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' 
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SAVING of time to his customers 
is a postcard which TESCO sales- 
man John F. Dragoo sends out ad- 
vising what day and time he 
will call 





SUBSTITUTIONS, properly arrang- 
ed, may enable customers’ crews 
to keep working. Dragoo is the 
specialist who must know TESCO’s 


stock, and suggest substitutes 





KNOWLEDGE that wil! be valuable to his custo- 
mers is absorbed by Dragoo as he sits in con- 
ference with Irv Kapan, Dave Graham and John 
Allen Ware, 
tive who tells of latest changes in his iines. 


right, manufacturers’ representa- 


ADVISOR to customers on models, style, specs, 
installation problems, 
work of consulting engineers, is part of Dragoo’s 
service. Above, he shows specs of lighting fixtures 
to Chas. Egleston of Weeco Contractors, Inc 


as a supplement to the 


FOLLOW-UP on back orders and 
DO’s is part of Dragoo’s service 
in getting scarce goods to his cus- 
tomers. Here he checks his orders 
against concern’s DO sheet 


EXPERIENCE in engineering prob- 
lems makes Dragoo valuable when 
Weeco estimator - engineer Bob 
Lamb strikes snag in figuring in- 
stallation costs of equipment 


.. And Salesmen Who Serve as Well as Sell 


O small factor in boosting the 

acceptance of the electrical sup- 

plies distributor among mili- 
tary purchasing agencies and defense 
contractors has been the development 
of the industry's salesmen during the 
last 10 years. From a period of fum- 
bling during the earliest years of 
World War II, salesmen as a group 
have learned completely new  tech- 
niques of doing business and have 
found their place as essential com- 


EXPERIENCE with full lines of sev- 
eral manufacturers helps Dragoo 
explain problems of new equipment 
to contractor's staff handling prod- 
uct for the first time. 


ponents in the manufacturer-whole- 
saler-customer relationship. 

During these ten years, salesmen 
have learned and practiced the job of 
servicing their accounts to a degree 
far beyond what was expected of them 
in the years before 1941. They have 
accumulated a store of knowledge on 
the sources and applications of elec- 
trical goods that has made them valu- 
able consultants to their customers. 
They have become specialists in ex- 


SPEED is often more important in the delivery of 
a small 
for a large one for future work. Recognizing this, 
Dragoo frequently takes the item out of stock, 
prices it, below, wen customer phones in. 


order, for which a crew awaits, than 


pediting deliveries of scarce goods. 
But, of all that the salesmen have 
done to elevate themselves above the 
“order-taking” nothing 
has done more to enhance their posi- 
tion than their recognition of service 
as their primary responsibility to their 
customers. John F. Dragoo of Tucson 
Electric Supply Co., who worked on 
the Grand Central Aircraft, Davis- 
Monthan Air Base, and Fort Huachuca 
accounts, is such a salesman. 


classification, 


PERSONAL attention to the small 
orders is a must for Dragoo, shown 
below loading several small pack- 
ages in trick in preparation for 
emergency deliveries 





PROMOTION PLANNERS in huddle in 
office of Edward W. Hodgetts (second 
from left), assistant manager in charge 
of sales promotion, The Cincinnati Gas 
& Electric Co., include: Ben Kaufman, 
Mr. Hodgetts; Edward J. McGinnis, Cin- 
cinnati Electrical Assn.; E. D. Arnold; E 
R. Keller; and Helen Macht. All of the 
above, except Mr. McGinnis, are em- 
ployed by Cincinnati Gas & Electric 


Creating Sales in Cincinnatt 


salers see it, Fort Knox in nearby 
Kentucky could not possibly be a 
place of more value than a 40 by 40-ft. 
room in their city—the lobby of The 
Cincinnati Gas & Electric Co. build- 
ing. Since 1946, this room has served 
as the showplace for an unbroken 
string of promotion successes that have 
meant bigger sales volume for them. 
These power company promotions 
plug hard and skillfully at creating de- 
mand for a variety of products that are 
sold through distributors—residential 
lighting fixtures, wiring supplies, elec- 
tric housewares, major appliances, tele- 
vision sets and farm equipment, to 
mention a few. Just how hard and 
skillfully is evidenced by the response 
of the people and the press: 


A S CINCINNATI electrical whole- 


e One promotion that featured the 
latest residential lighting techniques 
pulled 54,262 persons (counted by a 
photo-electric cell) in 20 days through 
a model house erected in the lobby. 
Estimated retail sales of household fur- 
nishings and appliances directly attrib- 
uted to this single promotion amounted 
to well over $5 million. 


e Another promotion that had as its 
drawing card the largest portable 
model train iayout in the world at- 
tracted between 125,000 and 140,000 
persons from eight states to the lobby 
during a five-week period. 


e The city’s three daily newspapers 
are so sold on Cincinnati Gas & Elec- 


The local electric utility is doing an outstanding 
job of stimulating the sales of electrical goods 
for that city's distributors and dealers through 
its imaginative, almost awe-inspiring promotions 


tric’s lobby shows that they draw lots 
to see which paper will handle what 
promotion. National magazines that 
have tied-in with the power company’s 
promotions include Good Housekeep- 
ing and McCall's. 

The man largely responsible for 
these lobby shows, which have won 
advertising, industry and state awards 
for his firm, is Edward W. Hodgetts, 
assistant manager in charge of sales 
promotion for The Cincinnati Gas & 
Electric Co. To put on the promotions, 
Mr. Hodgetts and his staff rely heavily 
on the support given them by local 
electrical wholesalers. 

“These shows wouldn't be possible 
unless the distributors were here with 
their stocks for us to draw from,” he 
states. “They have provided us with 
the electric housewares, lighting fix- 
tures, motors, wiring supplies and all 
the other items that were part of the 
various promotions. Many a time, we 


had to call on them at the last minute 
to supply us with some needed item $@ 
that we could start a show on schede 
ule.” 

But Mr. Hodgetts hastens to add 
that the wholesalers’ role in the pro- 
motions is not just a passive one. The 
enlisting of dealers in a recent electtic 
housewares campaign, for example, 
was accomplished through the cooper- 
ation of distributors’ salesmen and the 
utility’s sales counselors. In the case of 
all promotions, the wholesalers pick 
up the theme and pass it on to their 
dealers. 

These joint aCtivities—with em- 
phasis on the utility's part, of course— 
are a source of selling strength for Cin- 
cinnati distributors: And in more ways 
than one. The lobby that now creates 
sales for wholesalers and their cus- 
tomers just a few years ago was com- 
peting with local dealers in the retail- 
ing of appliances and fixtures. 


Turn page to see how Cincinnati Gas & Electric uses 
its lobby to create demand for electrical goods m> 
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Home Lighting 


“THE House That Light Built” promotion featured a landscaped, 
completely furnished 6-room prefabricated house that was erected 
in the lobby. By actual count with a photo-electric cell, 54,262 
persons passed through the home during the promotion’s 20-day 
run. They saw in a perfect setting the latest residential lighting 
techniques, which were further dramatized through the use of 
mannequins doing various visual tasks, such as studying, shaving, 
reading, etc. Plastic covers carrying an advertising message replaced 
switch plates, briefing the visitors on adequate wiring 





Electric Housewares (1) 


COMPETITION for prizes and prestige provided the basis for one 
electric housewares promotion—the second annual “Table Setting 
Contest.” The participants were 23 local women's clubs, each of 
which sought to set the most attractive table in Cincinnati Gas & 
Electric's lobby. It was suggested that the tables include an electric 
houseware as part of the setting (grand prize winning table, shown 
below, made use of a waffle iron). Electric housewares also got 
into the act in two other ways: they were displayed on stands 
throughout the lobby and given away as daily prizes 
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ANOTHER annual lobby show that promotes electric housewares 
is the traditional Christmas exhibit. This show is built around the 
largest and finest portable model train layout in the world, which 
is loaned to Cincinnati Gas & Electric by the Baltimore & Ohio 
Railroad. Last year, this promotion drew up to 140,000 persons 
from eight states to the lobby. The theme “Sidetracked for Gifts? 
Go Electrical All the Way!” reminded these visitors of electrical 
Christmas gifts. Just about every conceivable electric appliance was 
displayed around the trains to complete the story 


ee ee 


Farm Equipment 


THE “More Power to the Farmer” promotion probably marked the 
first time that the farm was brought to the city. A metal barn and 
milkhouse occupied the center of the utility's lobby and were sur 
rounded by all the electrical farm tools and equipment that now 
adays constitute the farmer's “wired hand.” Artificial corn and trees 
and dummy livestock and poultry added to the rural atmosphere 
As is the case with most of these promotions, local wholesalers 
furnished much of the basic materials, such as motors, lighting 


equipment, wiring supplies, fans and pumps 





M. O. PORTER, Wire Mil! Branch, 
Copper Division, NPA 


CHAS. MATTHEWS, Wesco-San 


Francisco, program chairman 


F. W. MANSFIELD, Sylvania Elec- 
tric Products Inc 


“If All Those Rocks Were Copper Ore... 


OSEMITE NATIONAL PARK— 
Probably never before in history, 
as millions have stood in awe of the 
thousand-foot sheer granite cliffs of 
this amazing valley of indescribable 
grandeur, have visitors ever Ccomment- 
ed “Now if all those rocks were cop- 
per ore .. .” But that was before 300 
members and guests met here recently 
for the annual fall conference of the 
Pacific Zone of the National Associa- 
tion of Electrical Distributors. 
Copper was on the minds of all the 
distributors, manufacturers and agents 


who assembled here from the eleven 
western states. Copper became the sub- 
ject for the opening address to the 
delegates, and it carried along on an 
undercurrent through the meetings, 
the informal lobby discussions, the 
private bull sessions, and even per- 
meited the conversation during the 
otherwise sacrosanct golf matches at 
nearby Wawona course. 

With the theme “Shortage or Sur- 
plus, Sell the Need,” the distributors 
and electrical industry representatives 
met here to take part in a program 


THE TWAIN MEETS. Typical of how conventions bring valuable contacts to all 
is this scene at Wawona golf course, where scores were entered by this rep- 
resentative group from NAED’s Yosemite convention. Left to right: J. D. O’Brien, 
Jefferson Electric Co., Bellwood, III.; Paul Rettger, Allied Industries, Los Angeles; 
|. E. Yates (seated), Electric Corp., San Francisco; A. A. Snowball, Enameled 


Metals Co., Pittsburgh; |] 
wood; R. J. 
Jack Tindale, Anaconda, Los Angeles 


Mclllroy, Enameled Metals Co.; 


E. Bisset, Hollywood Wholesale Electric Co., Holiy- 


R. W. Brown, Allied Industries; 


based on a realistic study and under- 
standing of the under 
which the industry is working and 
will have to continue to work during 
a period of a half-war, half-peace econ- 
omy. Utilizing members of their own 
zone, specialists from outside the area 
and government officials, the distribu- 
tors met for three consecutive sessions 
to hear reports on the activities of the 
industry advisory committee, an analy- 
sis of the new copper order, the re- 
sponsibilities of the appliance distrib- 
utor, problems in retail finance as it 
relates to the distributor, the value of 


conditions 


market research, and a picture of the 
present and electric 
power supply on the West Coast. 
e Out the Window—Advising the 
distributors that as of October 1, they 
were operating wholly on CMP, M. O. 
Porter, assistant chief, wire mill 
branch, Copper Division, NPA, told 
the group that the new rules “throw 
the DO system out the window.” Com- 
mencing on this date, he explained, a 
distributor may apply an X-6 order to 
replenish his stocks. His X-6 order 
will be just as good as any CMP order, 
he said. Because any orders by distrib- 
utors that were outstanding on Octo- 
ber 1 would have to be re-certified 
under the X-6 order, Mr. Porter rec- 
ommended that wholesalers who have 
such outstanding orders and do not 
wish to re-certify chem as X-6 should 
cancel them and enter X-6 orders on 
the identical materials from the mills. 
The distributors were informed that 
delivery dates from the mills for cop- 
per wire ordered under an X-6 had 
been set as 35 days foliowing the first 
of the month after receipt of the or- 


future of the 
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W. J. LIVERMORE, Westinghouse 
Electric Corp 


That metal is on minds of 
300 persons attending fall 


conference of NAED's Paci- 


fic Zone at Yosemite Park 


in towering High Sierras 


der by the mill. Easing the fears of 
distributors who remembered too well 
some of the problems of working un- 
der the orders during World War II, 
Mr. Porter said that protection clauses 
have been set into the new order to 
prevent raiding of western stocks by 
other distributors or other industries. 
Such requests from outside sources are 
limited to 500 pounds of copper or 
one reel a month. 

Mr. Porter told the group that an- 
other phase of the new copper order 
stipulates that a mill or a distributor 
need not accept an X-6 order from a 
distributor if this distributor is not a 
regular customer for such stocks in 
the base period or in excess of the 
quantities for such items. He stated, 
too, that electrical distributors could 
sell copper materials without an X-6 
rating, but they can’t replace it in 
their inventory. 

“Nothing in the way of copper sup- 
ply has been set aside for distributor 
inventory or mill inventory,” he said, 
but “perhaps, in the second quarter of 
next year, we may find some copper to 
set aside for bolstering, inventories.” 
e Eight Responsibilities—In a pa- 
per prepared by Ben Gross, vice presi- 
dent of NAED and chairman of its 
appliance division, and read to the Pa- 
cific Zone's specialty wholesalers at a 
closed luncheon meeting, he said that 
“.. . the responsibility of the distribu- 
tor in the appliance industry is a ma- 
jor issue of vital importance to all 
three levels of the industry.” 


PRESIDING at the Yosemite National Park convention was zone chairman E. A 


Phillips (left). 


zone secretary. Chas. G. Pyle 


He outlined in detail these responsi- 
bilities: 1. To operate as the sales arm 
of the factory in the territory for 
which he is franchised; 2. To main- 
tain a satisfactory inventory so that he 
can service his dealers promptly; 3. 
Be adequately financed to pay bills 
promptly, to extend credit intelligently 
and to build his distributive organiza- 
tion; 4. Maintain a capable sales pro- 
motion and advertising staff to carry 
out the manufacturer’s campaigns and 
to administer cooperative funds in a 
productive manner; 5. To have a sales 

epartment capable of training dealer 
personnel; 6. To maintain a good serv- 
ice and parts department and be able 
to train dealers and their service or- 
ganizations; Have adequate quar- 
ters for the display of his products 
both as a working display and as an 
example to his dealers; 8. Maintain 
adequate records and cost data on both 
his own and his dealers’ operations. 

At this luncheon meeting at which 
Nelson Thomas, president of Thomas 
Distributing Co., Los Angeles, was 
host, the group recommended that the 
NAED’s national board of governors 
protest to OPS the hardships induced 
on western distributors because of the 
“discriminatory freight rates.” 

e ‘.rade-in Abuse —- Distributors 
were asked to watch their dealers to 
see that the trade-in ruling is not 
abused. In his address to the closed 
executive session of the conference, 
Chas. G. Pyle, executive director of 
NAED, said that the shortsightedness 
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Coordinating the convention activities was R. A. Balzari 
(center), NAED executive director, was a speaker 


(right), 


of a few aggressive dealers might well 
undermine the good work that result- 
ed in the easing of the ruling on al- 
lowing trade-ins to apply toward the 
down payment on appliances and tele- 
vision. He reported to the Pacific Zone 
on the activities of the national head- 
quarters of NAED, particularly its 
work in Washington representing the 
interests of the distributors toward all 
legislative action 

Ninety per cent of all appliance 
dealers would not be able to stock a rep- 
resentative line of merchandise with- 
out some plan of financing the floor- 
ing of their stock, said W. J. Liver- 
more, Westinghouse Electric Corp., ia 
his talk on retail financing and its re- 
lation with the distributors. He point- 
ed out that a recent survey showed 
that 34 per cent of all business failures 
resulted from poor financing 

Mr. Livermore contended that there 
is a need for a concerted campaign by 
distributors and manufacturers to 
make banks and other lending agencies 
realize the current financing needs of 
the retail appliance dealers. He out- 
lined the Westinghouse “buy back 
agreement” and similar plans of other 
manufacturers, which induce lending 
agencies to provide dealers with 
enough funds to stock a representative 
line of merchandise and a back-up in- 
ventory. The necessity of getting ade- 
quate floor financing for retailers is so 
important, the speaker stated, that 
three of the five largest appliance 


(Continued on page 89) 








Adequate Wiring & Copper Conservation: 


Sq. Ft. No. of Outlets Pounds of Copper 


Living Ade- Ade- *No. of 

Area quate quate Circuits 

(O.D.) Installed Wiring Installed Wiring Total Light 18/2 14/1 
841 44 55 18.0 22.4 68 40 
889 41 50 19.9 27.2 60 23 
977 51 59 22.6 27.8 65 82 
980 50 58 22.1 26.8 64 88 
992 62 70 18.5 23.6 60 82 552 14 24 10 


1026 58 62 22.9 25.2 53 50 632 49 10 12 
1042 59 67 24.1 31.0 88 571 82 37 12 
1170 61 68 25.4 29.0 98 46 607 44 15 15 
1170 72 75 35.7 38.2 91 85 733 15) «15 
1232 82 84 38.2 42.1 92 745 26 12 


1272 59 72 21.8 42 54 631 10 10 
1314 72 73 28.5 68 84 772 1% #15 
1350 63 76 22.6 43 54 572 10 «6415 
1400 60 68 21.6 51 40 588 20 #15 
1444 53 61 23.4 64 50 588 10 12 


1532 82 90 31.5 75 966 10 «#15 
1543 66 79 27.2 58 79 728 1S 32 
1590 89 94 36.2 44 94 973 12 15 
1604 84 85 40.4 93 1050 55 15 
1620 94 99 50 1127 15 15 


1676 71 94 4) 26 628 30 
1704 100 30 2300 66 


Wire Lengths (Feet) 


2 
e 


14/2 14/3 12/2 8/3 6/3 
489 48 12 15 
512 85 35 14 
686 7s 2 12 
608 44 20 15 


VOM? SA ePry 
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~ 
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23. 1767 89 
24. 2110 79 
25. 2465 149 


*Adequate Wiring 


44.9 
42.5 
49.7 


48.2 
47.0 8 
51.4 12 


Pounds of Copper per 100 ft of wire 
18/2- 0.98 14/3- 3.63 6/1- 8.1 
14/1- 1.243 12/2- 3.95 6/3-24.32 
14/2- 2.49 8/3-14.99 4/3-38.28 








(Editor’s Note: Subject of much con- 


cern among industry men today is 
whether or not there can be a success- 
ful marriage of adequate wiring and 
copper conservation. Many experts be- 
lieve that there can be no compromise. 
In its search for an answer to this 
problem, the Electrical Association of 
Detroit conducted a survey and pre- 
sented to the industry its findings in 
support of the opposite view. Regard- 
less of the opinion you hold, we be- 
lieve the Detroit survey provides some 
interesting points for discussion.) 
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ES tottering perch of adequate 
wiring, resulting from the copper 
conservation program limiting the 
amounts of critical materials allocated 
for residential use, recently was given 
a sturdy stanchion upon which to lean. 
This much-needed shot in the arm was 
administered by Herbert E. Cook, ex- 
ecutive secretary of the Electrical As- 
sociation of Detroit, in a talk before 
the 16th Annual Conference of the 
International Association of Electrical 
Leagues at New Orleans. 

In his speech, Mr. Cook emphasized 


that adequate wiring can go forward, 
possibly on a reduced scale, under 
present restrictive regulations. He 
based his arguments for continuation 
of planned wiring programs on a sur- 
vey conducted this year in Detroit. 
Adequate wiring proponents there, 
as in so many other cities throughout 
the country interested in the program, 
found themselves faced with two seri- 
ous questions. One was, “what hap- 
pens to the standards of electrical wir- 
ing in residences (because of copper 
conservation )?” The other, more di- 
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How Well Can They Work as Partners? 


Total 
Rooms 
(Baths 

incl) 


Bed- 
rooms 
1% Story, 
1% Story, 
1% Story, 
1 Story, 
1 Story, 
Story, 
Story, 
Story, 
Story, 
Story, 


Story, 
Story, 
Story, 
Story, 
Story, 


nn 


Story, 
Story, 
Story, 
Story, 
Story, 
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6/2-68' 
4/2-6' 
4/1-30’ 
12/5-25' 
6/1-106’ 


os 


Story, 
Story, 
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4/3-20’ 


18/2-102.0’ 
14/1- 84.5’ 
14/2- 42.3’ 


Description 


Bsmt., Fair Proj., Spec. Home 
Bsmt., 
Bsmt., 
Bsmt., 


Good Spec. Home 


Good Spec. Home 


Bsmt., 
Bsmt., Good Spec. Home 
Bsmt., Good Spec. Home 
Bsmt., A-1 Custom Home 
Bsmt., 


Bsmt., Good Spec. Home 


W. Bsmt., Good Custom Home —— —— — 


Bsmt., Good Spec. Home 
Bsmt., Good Spec. Home 
Bsmt., Good Custom Home 
A-1 Spec. Home 
A-1 Spec. Home 
A-1 Spec. Home 


Bsmt., 
Bsmt., 
Bsmt., 
Bsmt., 
Bsmt., 


Bsmt., 2 Unit, Fair Spec., Duplex 


Att. Garage, AAA-1 Custom Home —— —(T 
G 


Bsmt., A-1 Custom Home 


Bsmt., A-1 Custom Home ——- —— —— —'] 


Bsmt., AA-1 Custom Home 


Feet of Copper per pound 
14/3- 28.2’ 
12/2- 25.3’ 
6/1- 12.3’ 


6.7’ 
4.1’ 
2.6’ 


8/3- 
6/3- 
4/3- 


Fair Proj., Spec. Home — —— 


Fair Proj., Spec. Home — —— —— -_] 


A-] Custom Home att. Garage — —ff—_] 


AA-1 Custom Home att. Garage —(_ps 


Breezeway, Garage, A-1 Spec. Home ———— ——~35 
Att. Garage, A-1 Custom Home— — 


House Design 
and 
Service Entr. 


a 








rectly affecting these men, was, “what 
happens to adequate wiring because of 
these restrictions?” These questions, 
and their answers, are highly important. 

Still a third question cropped up 
while the wiring experts were busy 
tackling the first two. Most important 
of them all, it asked, “how many 
pounds of copper are used in wiring 
the average home and how much wir- 
ing can be done under the 35-pound 
limitation (as set by government re- 
strictions)?” This last question 
prompted the Detroit association to 


conduct its survey of a group of homes 
under construction in the Detroit area. 
The findings serve as a firm basis 
upon which Mr. Cook built his argu- 
ments for uninterrupted planning of 
adequate wiring programs. 

e Impartial Approach—An ade- 
quate wiring representative from the 
Electrical Association of Detroit was 
assigned to investigate 25 homes of 
average size (living area) without 
reference to any particular type, build- 
er, contractor or location. The ap- 
proach was strictly impartial in every 
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respect. All jobs were inspected after 
the rough-in wiring, but before the 
wiring was covered. Consequently, the 
inspector was able to get an accurate 
measurement of size and length of 
wire installed, and also estimate added 
copper necessary to comply with ade- 
quate wiring specifications. 

Since the jobs were in the rough-in 
stage, minimum requirements for base- 
ments were taken. No provisions for 
finished-off areas such as recreation 
rooms were made. Also, no allowance 
for thermostat wiring was included, 
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but these items did not affect the final 
result materially 

To counteract these minor irregu- 
larities in estimating, an allowance of 
20 ft. of #6 wire for ground was 
made. This allowance, in the majority 
of cases, was generous in that specific 
territory since the inspection authori- 
ties permit grounding on the nearest 
cold water pipe rather than connection 
on the supply side of the water meter. 
Service entrance cable—three +6 and 
three +8 cable for ranges—was used 
Few homes in 
than 


in these installations 
the survey used heavier wire 
these for purposes designated. 

e Interesting Data—Although the 
statistics compiled from this survey 
are by no means conclusive with re- 
spect to the whole national picture, 
they do point up some very interesting 
facts that can serve as a springboard 
for further investigations on a local 
level. 

Of the 25 homes surveyed, 18 com- 
plied with the 35-pound requirement. 
The areas of these homes—living 
quarters—varied from 841 sq. ft. to 
2465 sq. fe. 

In only three cases of these 18 
homes did the wiring representative 
find that adequate wiring requirements 
ifcreased the pounds of copper to such 
a degree that the copper content for 
Wiring exceeded 35 pounds. Range 
Wiring and added outlets produced 
these increases. But in 60 per cent of 
the cases analyzed, adequate wiring 
could have been installed. 

The greatest increase was equal to 
11.6 lbs., 4.4 for the range and 7.2 for 
22 additional outlets. The minimum 
imcrease in those still qualifying and 
adequately wired was 2.3 Ibs., 1.5 for 
the range and 0.8 for added outlets. 

Another interesting fact secured 
from the statistics on the Detroit sur- 
vey was that when an average weight 
per outlet added was taken—not in- 
cluding the range—to secure adequate 
wiring, it amounted to 0.2 lbs. of 
copper per outlet. Translating this into 
feet of #:14-2 wire, an amount of 8.4 
feet was arrived at. In the survey, out- 
lets added, exclusive of the range cir- 
cuit, varied from 0 to 12, an average 
of six outlets per home or 1.2 Ibs. of 
copper. 

e Incidental Data—If these survey 
figures on living areas were plotted on 
a graph it would be found that an 
approximate breaking point would be 
1500 sq. ft. In quoting this median it 
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is not proposed that it be used as an 
absolute figure, Mr. Cook cautioned. 
As a guide, though, he said it can be 
accepted as indicative of a pattern. 

To qualify this stand, Mr. Cook 
brought our results of an incidental 
analysis of 511 Detroit area Dodge Re- 
ports for speculative homes. The re- 
ports showed that 494 were under 
1500 sq. ft. and 17 were over. Of 58 
custom homes, 43 were under and 15 
were over 1500 sq. ft. of living area. 

In plotting outlets and pounds of 

copper on the same graph it would 
be found that an average range is 50 
to 80, or a mean of 65 outlets with 
a majority in the 65 to 75 range. From 
statistics on the amount of copper 
used to wire each outlet, and other 
factors, a residence of 1500 sq. ft. 
living area with 65 to 70 outlets can 
be wired within the 35-pound limita- 
tion. Using the survey as a guide, Mr. 
Cook further stated that “in the ma- 
jority of cases within reasonable limits, 
the present 35-pound limitation will 
not be detrimental to the present 
standard of wiring based on National 
Electrical Code requirements.” 
e Detracting Factors—Present regu- 
lations are not going to lower wiring 
standards-to any great degree, Mr. 
Cook said, if the National Electrical 
Code is used as the norm. The great 
exception may creep in where unusu- 
ally large services are required for 
electric heating, for luxury-type estate 
homes, or for all-electric homes. Un- 
usual leads or unusually long runs of 
large size conductors also exert a great 
influence on the installation. But these 
factors, he said, do not constitute a 
substantial portion of residential con- 
struction today on a nation-wide basis. 
They are the exception, not the rule. 
The trend at the present time is to- 
ward smaller-type homes, more com- 
pact living space. 

These are more factors, Mr. Cook ex- 
plained, that will exert a profound in- 
fluence on “living within the limits of 
the law:” 

1. Service Iccation. 

2. Location of major appliances 
with respect to service location. 

3. Possible use of “load center” plan 
with feeders going to central distribu- 
tion from service instead of numerous 
long runs for circuits. 

4. Systematic planning of installa- 
tions with copper conservation as the 
goal. 

5. Local regulations which tend to 


be restrictive in nature. These may be 
structural as well as electrical. 

e Copper Kickback—As a sort of 
post-script sidelight to the survey dis- 
cussion, Mr. Cook spoke of an example 
where adequate wiring standards ac- 
tually did conserve some copper. His 
association had occasion to receive a 
set of blueprints for a speculative 
builder from a distant city. They were 
requested to develop a wiring layout 
to follow “engineered or planned wir- 
ing.” The home was a one-story build- 
ing, 1120 sq. ft. in area. 

On completion of the layout, the re- 
sults were found to be amazing. Amaz- 
ing because the association's layout in- 
cluded adequate wiring and a dryer 
and still the total estimated copper 
needed for this job “as engineered” 
was 23 !bs. If they wished to make a 
15 per cent allowance for “unknown 
conditions,” which would necessitate 
an increase in copper ‘needed, they 
would still have a total of 26.45 Ibs. 

This adequately wired home was 
compared with a house of similar de- 
sign and area surveyed—1042 sq. ft. 
It used 31 Ibs. of copper. 

Mr. Cook said it could not be stated 
definitely that planned wiring in itself 
was responsible for the saving in cop- 
per. But there was every indication, 
he said, that it did save some. Even if 
it were only one pound, in a 100- 
home project you could save enough to 
wire three additional homes. 

Mr. Cook expressed the hope that 
the data his office had compiled could 
serve at least as the groundwork from 
which others in the industry can de- 
velop their own exact statistics. He 
emphasized that individual territories 
and local conditions may “up-end” all 
of the survey's conclusions. This much, 
he said, is certain: 

1. The trend is toward smaller-type 
housing. That is the Federal program 
and is accepted by the public, volun- 
tarily or otherwise 

2. There will be definite restrictions 
and barriers caused by individual con- 
ditions including service locations, 
local regulations and number of heavy- 
duty circuits. 

3. Planned or engineered wiring 
may be a determining factor in many 
installations in order to conserve cop- 
per. 

4. Basic requirements for adequate 
wiring in popular-sized or project 
homes can be fulfilled within the 35- 
pound limitation. 
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SIZE 1, 

REMOTE 

CONTROL, 

Stonderd 3-PHASE, 
employing fourth pole 
holding contact. Note 
auxiliary switches, 


NO OTHER STARTER PROVIDES THIS VERSATILITY 


Arrow-Hart’s “RA”, right angle, balanced mechanism with bellcrank 
fulcrum assures simple and positive force to operate the A-H auxiliary 
switch or switches. JUST TWO SCREWS and a completely enclosed 
electrical holding interlock switch provide dependable operation of 
numerous interlocking device combinations or signal lights. Men con- 
fronted with adding more circuits to serve more needs in restricted 
space have accepted and are benefiting from the many outstanding 
features of the A-H Type “RA” line of motor controls. Buy an Arrow- 
Hart starter toc!ay and see for yourself. 


BUY WITH CONFIDENCE PROFIT BY PERFORMANCE 


THE ARROW-HART & HEGEMAN ELECTRIC CO., HARTFORD, CONN., U. S. A. 
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Schematic pictures “RA” mechanism trip arm 
that automatically energizes interlock switch. 







ELECTRICAL CONTROLS 


ESTABLISHED IN 1890 








GREATER SAVINGS ms 


WITH TYPE “RA” MAGNETIC STARTERS | 


IN DOLLARS 


AVAILABLE WITH EXCLUSIVE AUXILIARY SWITCHES 


The Arrow-Hart motor control line is out front with an 
advanced design to provide industry with greater per- 
formance in smaller space. Adaptability is found in per- 
mitting the interlocking of numerous devices by means 
of a rugged and compact auxiliary switch. Another A-H 
exclusive, this utility switch is inserted from the top and 
requires but two screws for effective operation. The 
auxiliary is operated through contact with the oper- 
ating lever arm of the “RA” mechanism. All auxiliary 
switches mount easily and quickly 

in one position. 


THREE BASIC TYPES al i 


Available in standard with BLACK 
button (one normally open), with 
RED button (one normally closed), 


and with GREEN button (one norm- 

ally open and one normally closed). 

All auxiliary interlock switches are 

properly identified to aid in selec- 

tion and safe application. One 

BLACK button (normally open) switch - 

is furnished as standard on most motor starters. 


TYPICAL INSTALLATION 


Pictured to the right is a typical application of A-H aux- 
iliary switches used in conjunction with an Arrow-Hart 
Size 3, 3-phase, 2-speed reconnected winding type of 
control. Note easy access to terminals and the big ad- 
vantages of straight-thru front wiring. Additional infor- 
mation appears on the preceding page. 


"RA LINE A COMPLETE LINE 


The patented “RA” design is available in magnetic 
starters and contactors in Sizes 0, 1, 2, 3 and 4 as 
units for panel installation or in NEMA enclosure types 
1, IV, V, Vil and IX. The Explo-Safe line of explosion- 
proof housings features a Feraloy casting of new design 
at greatly reduced weight and bulk. There are “RA” 
controls to serve you best. 


~ ARROW-HART 


INDUSTRIAL CONTROL DIVISION 


Available as Starter Units 
or in NEMA Enclosure 
Types |, !V, V, VII, Ix 








os 











23.8% 


MIDDLE 
ATLANTIC 


20.6 % 


EAST 
NORTH 
CENTRAL 

Ohio, Ind 
lil, Mich., 
Wis.) 


14.9% 


PACIFIC 





. . using this group’s 56.7 per 


REGIONAL ROUNDUP: Electric Housewares Sold through Electrical Wholesalers 
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A Guide To— 


Source of Data—THIS WEEK MAGAZINE'’s Electric Housewares Index 


Electric Housewares Distribution 


criminately by Hollywood, is 
almost an understatement 
when used to describe the future of 
the electric housewares business and 
your stake in it. Sales have increased 
approximately 500 per cent since 
1939. And of the ten classes of trade 
that distribute electric housewares, 
56.7 per cent is sold through electrical 
wholesalers. 
For this latter figure, the electric 
housewares industry is indebted to 
This Week Magazine, which recently 


» Cerin a word used indis- 


(PART TWO) 


completed a two-part survey of the in- 
dustry’s 1949 sales. The first part pre- 
sents percentagewise the wholesale 
sales potentials of the important elec- 
tric housewares markets ( ELECTRICAL 
WHOLESALING, November, 1951.) 
The second part outlines on a map the 
principal retail markets for electrical 
wholesalers (see following pages). 
But such a map can only silhouette 
the market as it exists for you today 


To arrive at a dollar and cents sum- 
mation of your territory's sales poten- 
tial, you might make use of the fol- 
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lowing formula suggested earlier this 


year in this publication by an electri¢ 
housewares manufacturer: 

“Multiply the number of families 
(in your territory) by the 25 or more 
electric housewares that each needs but 
does not possess. Multiply this by 
$10.00—a conservative average unit 
cost—and the result will stagger you. 
Then add your share of almost a half 


billion dollar replacement business. . 

Become aware that this potential ex- 
ists .. . in every salesman’s territory. 
Then go out after it. Beat the bushes.” 


PRESENTATION of first copy of electric 
housewares distribution map to Charles G 
Pyle (second from left), executive director, 
National Association of Electrical Distribu- 
tors, is made by E. M. Covington, vice pres- 
ident and advertising director, This Week 
Magazine. Also attending the presentation 
are R. T. Ney (left), manager, marketing 
and plans dept., This Week Magazine, and 
Alfred Byers (right), executive secretary, 
NAED. The map is the result of a joint 
NAED-This Week survey of NAED members 
and represents a composite of returns from 
584 members who reported the counties in 
which they sell 75 per cent of their electric 
housewares to retailers. To see map, turn 


page >— p> 


81 





118 PRINCIPAL 








i 
| 
| 
h 


every city 
summarized 
for 94%, of 


t 





— Fourteen representative manufacturers furnished 
= U8. wich hey hipped machondee. Th fometen in 
Week's E.H.1. (Electric Housewares index). It is 
Chort 2 shows that 153 wholesale cities account 
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MARKETS FOR DISTRIBUTORS’ =z 
HOUSEWARES SALES TO RETAILERS 
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Red counties (Principol Markets) — those reported by the 
majority of NAED members. (See Note.) 

Gray counties (Marginal Counties) — those reported by the 
minority of NAED members. (See Note.) 

Symbols below indicote wholesole percentage volves of the 
153 cities based on Group “A” E.H.1. data shown on Chorts 
1 and 2 and described under Note 


Pe — 1% oF higher 
Qe — 3% 101% 
@ — 1% 0.3% 





A composite of reports from 
584 member units of the 
National Association of Electrical Distributors 
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At Worcester, Mass.; Hartford, Conn.; and Cincinnati, Ohio 





What are you doing to help your in- 


W e ve Asking dustrial customers stay in business? 


not be imr 


l 
but which are 


THOMAS G. LEARY ' . cently needed a quantity of electrical 
Purchasing Agent ‘ ae components for incorporation in goods 

' he was making for overseas shipment 

When we couldn't obtain these com- 


Coghlin Electric Co. 
Worcester, Mass. 5 
3 , ponents from our regular suppli¢ 
we got a small local manufacturer tc 
tr fi- ¥ 4 


make them O SpE 


1. J. MIGLIETTA 
President 


American Electric Supply Co., Inc. 
Hartford, Conn. 


“A thorough job of service and de- 
ering is the best contribution 
. offer to our industrial accour 
Jefense work. At the time 

, we send out our own men 

nufacturers’ representatives, to 

Out any kinks that might crop 

‘ 


that time. When they are 


defense business, we tr 
order fast as pc . 
E. R. KNAUFT 
President 
F. D. Lawrence Electric Co. 


CLAUDE W. JOHNSON, JR. 
RICHARD MISRACH President and Treasurer Cincinnati, Ohio 
Ne are doing our best to see that 


Partner The Johnson Electric Supply Co. We 
Richards Electric Supply Co. Cincinnati, Ohio those people get ‘their share of scarce 
Cincinnati, Ohio . , 5 : 

We are keeping those fellows posted prod ny of our custom 
We on when to buy and we are locating ers are machine tool manufacturer 
stock and by having a v substitutions when regular key suf presently a ‘bottleneck’ industry— 
of where stock is available. Jus ply items are cut off. For example you can understand the importance 
3 a manufacturing customer of ours re- of our task.” 


cently, | got a contrac 
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‘We do a lot for them by maintaining 
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Fifty Years in the Electrical Industry 


ARRY T. BUSSMANN, vice presi- 

dent of the Bussmann Manufac 
turing Co. of St. Louis, on December 1 
celebrated his 50th anniversary in the 
electrical industry. For half a century, 
his dynamic force both in the field 
and in private life has been a source 
of professional pride throughout all 
sections of the industry 

In the United States, the name 
Harry Bussmann has been synonymous 
with progressive, sound selling and 
merchandising. From the very begin- 
ning, when Mr. Bussmann started in 
the electrical business way back in 
1901 with Commercial Electric Sup- 
ply Co. of St. Louis, he has been an 
enthusiastic student of selling and 
sales management. 

His interest in these subjects is well 

indicated by the fact that he served as 
president of the St. Louis Sales Man- 
agers Bureau and was for two years 
president of the Advertising Club of 
St. Louis. He also served as a director 
of the St. Louis Chamber of Commerce 
and president of the St. Louis Elec- 
trical Board of Trade. 
e Skillful Salesmanship— During 
the eight years he spent with Com- 
mercial, Mr. Bussmann sought out 
heretofore unharvested sales potentials 
with the skill of a modern scientist 
probing for a secret wonder drug. In 
those days small telephone companies 
and isolated light plants were spring- 
ing up all over the country. Often 
they were formed by groups of farm- 
ers or small town merchants who liked 
the idea of telephones but were com- 
pletely uninformed on the technical 
problems involved in setting up a 
telephone company. 

It was here that Mr. Bussmann 
stepped in with a planned, “scientific” 
sales campaign. His good common 
sense, his analytical ability and man- 
ner of being able to explain technical 
problems to the layman soon proved 
that he was a salesman of no mean 
ability. Not only did he sell telephone 
exchanges to private companies, but he 
also trained his sights on outside ac- 
tivities by selling isolated power plants 
to municipalities, and transmission 
equipment and other items of a simi- 
lar nature. 

e Salesman-Editor—On this specific 
job he made his first contribution to 
better selling and merchandising by 


Harry T. Bussmann 


No tribute to Harry Bussmann would 
be complete without a few personal 
statements by an outstanding elec- 
trical wholesale distributor. Typical 
of the many good wishes bestowed 
upon Harry Bussmann by his friends 
in the electrical wholesaling industry 
are the following by William J. 
Kranzer, president, Crannell, Nugent 
& Kranzer, Inc. New York City, a 
charter member of the 12-to-12 Club 
and an old friend of Mr. Bussmann. 
“I can add only one small bouquet 
to the thousands that surely have come 
to Harry Bussmann on the anniver- 


sary of his 50th year in the electrical 
industry. But I think I speak for the 
entire wholesaling end of the industry 
when I say that he is a beloved friend 
and a protector to us all 

He hasn't for one minute forgotten 
the start he made in the industry 50 
years ago as a salesman for an elec- 
trical wholesaling firm in St. Louis 
This is borne out by his impartial, 
straight-shooting relations with all of 
us and his active support of the whole- 
saler as an integral part of the entire 
economic network. It has won for him 
the respect and love of thousands 

“Harry Bussmann has come a long 
way from his first job in St. Louis. He 
has seen the industry progress from 
gawky adolescence to full-bloom ma- 
curity. His name grew right along with 
it. And no wonder. He had no small 
part in its growth. When the going 
got rough in his section of the indus- 
try, he was the one that spent a good 
part of his time running around the 
country stimulating business. When 
the laurels were passed- out, he was 
content to sit back out of the lime- 
light. I guess you could call that the 
story of his life in the electrical indus- 
try. 

“We sincerely hope that the vice 
president's chair at Bussmann Manu- 
facturing will be filled by him for 
many years to come.” 





completely revising Commercial’s cata- 
log. From a cumbersome, loosely edited 
book that was hard to handle and use, 
the youthful sales specialist condensed 
it to a book just one-third as thick as 
the original. But more important, this 
new catalog was arranged in an orderly 
manner. The descriptions of each prod- 
uct were not only accurate and concise, 
but full of vital information needed 
by a salesman or buyer. 

With an eye to the future, Harry 
Bussmann left Commercial and joined 
the Lamp Department of Westing- 
nouse Electric Corp., St. Louis district. 
He spent five years with the company 
selling lamp bulbs. During this period 
the carbon lamp gave way to the tan- 
talum lamp, which in turn gave way 
to the tungsten lamp. 

e Head Salesman—In September of 
1914, Harry Bussmann and four of his 


December, 1951—ELECTRICAL WHOLESALING 


brothers joined forces and organized 
the Bussmann Manufacturing Co. The 
brothers started making fuses in a 
small building with Harry in charge of 
the sales department. From this begin- 
ning, the sales of Bussmann products 
began to grow under the direction of 
the energetic department head, until 
today Bussmann Manufacturing Co. is 
one of the world’s largest producers 
of fuses. 

In addition to his constant interest 
and work to improve selling and sell- 
ing methods, Mr. Bussmann also found 
time to turn his mind to the improve- 
ment of fuses and fusing methods. As 
a result, he has to date taken out 27 
patents on fuses. 

Bussmann Manufacturing Co. 
merged with McGraw Electric Co. in 
1929 and Mr. Bussmann became a vice 
president of that company. 





D. P. A. NEWS DIGEST 





New Excise Taxes—and Effects 


* New taxes are levied on a number of electrical ap- 


pliances, knocked off on others 


* Wholesalers are allowed to reflect changes in manu- 


facturers’ excise taxes 


ANY electrical appliances, de- 

signed and intended for house- 
hold use, felt the pinch of govern- 
ment spending November 1 when a 
new ten per cent excise tax was levied 
upon them. Others, more fortunate, 
were passed over at the second con- 
ference committee and came out vir- 
tually unscathed. 

The items, all new to the tax list 
and now subject to the ten per cent 
tax, include: garbage disposal units, 
heaters of the blower type, exhaust 
blowers, electric belt driven fans, elec- 
tric or gas clothes dryers, electric door 
chimes, dehumidifiers, dishwashers, 
food choppers and grinders, floor pol- 
ishers and waxers, hedge clippers, ice 
cream freezers, ironers, pants pressers, 
bed covers (sheets and blankets), pic- 
ture power 
mowers. 


projectors and lawn 
e The Untouchables—Some electri- 
cal appliances never got into the tax 
picture at all. Vacuum cleaners didn’t 
even get to the conference. They were 
knocked out of the Senate version of 
the bill on the Senate floor. Heating 
pads and washing machines fared just 
as well although the removal of excise 
taxes on heating pads will have to 
wait until April 1. Manufacturers re- 
quested this because of large inven- 
tories. Washing machines were not 
put under the ten per cent excise 
since the proposal was eliminated 
from the bill on the Senate floor. 

Under a series of amendments is- 
sued by the Office of Price Stabiliza- 
tion, manufacturers, wholesalers and 
retailers are permitted to reflect these 
changes in certain manufacturers’ ex- 
cise taxes. 

Affected by the new amendments, 
four of them, are the GCPR, which 
‘covers manufacturers, wholesalers and 
retailers not under some specific in- 
dustry regulation; S. R. 29 to the 
GCPR, issued to permit certain ad- 
justments at wholesale and retail lev- 
els; the General Manufacturers’ Order 


86 


(CPR 22); and the Machinery Order 
(CPR 30). 


e Familiar Handling—For whole- 
salers and retailers, any of the four 
orders affecting them make it clear 
that there are two methods for han- 
dling new or higher excise taxes. As 
a result of the Herlong Amendment 
to the Defense Production Act and 
other factors, wholesalers and retailers 
who have customarily passed along 
merely the exact amount of an excise 
tax will continue with that practice. 
Resellers who have customarily taken 
their markup on the total manufac- 
turers’ price (including excise taxes) 
will also be allowed to continue that 
method 

As for the treatment of excise in- 
creases at the wholesale and retail 
levels, OPS officials have pointed out 
that the Herlong Amendment requires 
the agency to allow wholesalers a per 
centage markup on such taxes in those 
cases where sellers have customarily 
treated the amount of excise as part of 
total costs for markup purposes. Since 
many manufacturers bill 
without listing excise taxes separately, 
resellers have had no way of knowing 
what part of the manufacturer's price 
was attributable to taxes. 

These pass-through provisions on 
new excise tax rates apply only to com- 
modities received by wholesalers and 
retailers at the 


wholesalers 


new rates. Ceiling 
prices which reflect the change in 
taxes would not apply to goods al 


ready in stock. 


e Nutshell Glance—Specifically the 
amendments to the General Ceiling 
Price Regulation and SR 29 to the 
GCPR provide that: 


1. Manufacturers, wholesalers and 
retailers who have customarily paid an 
excise tax and listed it separately may 
bill their customers for any increase 
on an exact dollars and cents basis and 
list it separately, unless prohibited by 
the tax law 
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Wholesalers and retailers who 
pay excise taxes as such, but do not 
list the tax payment separately, may 
reflect the exact amount of the in- 
crease, and must make corresponding 
reductions if the levies have been cut 

3. Wholesalers retailers who 
have customarily figured their markup 
on acquisition cost (including excises) 
may continue to do so. 


and 


4. Manufacturers who include ex- 
cise taxes without listing them sep- 
arately may add to their ceiling price 
the exact amount of any increase, but 
must reflect any reduction or elimina- 
tion of excises. 


e Fraction Figuring — As for 
‘rounding” ceiling prices affected by 
changes in excise taxes, the amend- 
ment to GCPR provides these rules: 

On sales of one item at one time 
to a purchaser, resellers should drop 
the fraction of a cent if less than half 
a cent, increase it to the nearest higher 
cent of more than a half cent. 

On sales of more than one item at 
one time to a purchaser, resellers shall 
multiply the exact amount of the tax 
change (including fractions) on each 
item by the number they are selling, 
and drop any resulting fraction if less 
than half a cent, increase it to 
nearest higher cent if more than half 
a cent. 

Under special rules for mail order 
houses, the GCPR amendment pro- 
vides that they are not required to 
observe the rules of the amendment 
on any commodities covered by pub- 
lished lists printed before November 
1. They may, recalculate 
ceilings as soon as the new excise rates 
are reflected in their purchases from 
manufacturers 

As for manufacturers under CPR 
22 and CPR 30, the amendment pro- 
vides that a manufacturer may list 
separately and collect the amount of 


the 


however, 


any increase or new tax. If a tax is 
reduced or abolished and the manu 
facturer has previously collected it 
and listed it separately, he must make 
a corresponding adjustment. If a man 
ufacturer has previously included the 
excise in his ceiling, he must reduce 
the ceiling if the tax has been re 
duced or abolished. He may increase 
his ceiling to reflect an increase. A 
new excise may also be added if any 


new ones now apply to the 


facturer 


manu 
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News Notes 
From N.A.E.D. 


HOLIDAY GREETINGS FROM 
N.A.E.D. HEADQUARTERS’ STAFF 


This issue reaches you at just about 
the 1951 Christmas and New Year 
holiday period. Chas. G. Pyle, as ex- 
ecutive director, on behalf of the 
entire headquarters’ staff of N.A.E.D., 
extends to all electrical distributors, 
and friends throughout the industry, 
our wishes for a most Merry Christmas 
and a year full of happiness and good 
business in 1952. 

All of us at N.A.E.D.’s headquar- 
ters suggest to non-members, meet- 
ing eligibility requirements, that the 
best resolution you could make and 
act on for 1952 would be to apply 
for membership and join your 1000 
fellow distributors who comprise this 
Association and make its important 
contributions to your progress and suc- 
cess possible. A line from you to your 
reporter at 290 Madison Avenue, 
New York 17, N.Y. will be answered 
promptly with full particulars. The 
New Year can be a better year for 
you as an active N.A.E.D. member. 


ATLANTA, CHARLOTTE 
AND WASHINGTON 


Area meetings for N.A.E.D. mem- 
bers were held in these cities last 
month. At each the attendance was very 
good; and several non-members also 
participated. Activities of the Ap- 
pliance Division and the Apparatus 
and Supply Division were discussed 
separately. Naturally, “ZACS” was an 
important topic—as was Order M-86 
(Copper), and Symbol X-6. 

The value of the meetings, begin- 
ning with luncheon, is indicated by 
the fact that they lasted well into mid- 
afternoon. The chief feature was 
the extended discussion by those pres- 
ent of the current problems of the in- 
dustry, in the metals fields especially, 
and the procedures required under 


By Alfred Byers, Executive Secretary 


National Association of Electrical Distributors 


existing NPA and OPS regulations. 

The Atlanta and Charlotte meet- 
ings were handled by your reporter 
and W. C. Pirie of the staff. At At- 
lanta, Mr. Ben S. Gambill, Braid Elec- 
tric Co., Nashville, presided as the 
member of the N.A.ED. Board of 
Governors from that area. Mr. R. M. 
Johannesen, Vice President of N.A.E.D. 
and Chairman of the Apparatus and 
Supply Division, was to have presided 
at the Charlotte, meeting. Unfortu- 
nately, due to a recent operation (from 
which he was recovering nicely at 
meeting time), he was unable to at- 
tend. In his place, Mr. B. Merritt, Mill- 
Power Supply Co., Charlotte, long an 
active N.A.E.D. member and com- 
mittee chairman, presided. 

The final meeting in this series was 
held at Washington, D.C. The Board 
of Governors member presiding was 
Mr. Paul O. West, Doubleday-Hill 
Elec., Inc., of the South. N.A.E.D. 
President W. G. Peirce, Jr. was pres- 
ent and addressed the meeting, as did 
also Executive Director Chas. G. 
Pyle. Special guests present were 
Commander Clarence Cisin, Office of 
Public Information, U.S. Department 
of Defense; Nelson Miller, Director, 
Distributive and Service Trades Divi- 
sion, Office of Civilian Requirements; 
and Wm. Dwyer, Chief, Warehouse 
Section, Copper Division, NPA. 

Mr. Milier announced at this meet- 
ing that NPA had just issued the 
awaited Retailers Order, to be desig- 
nated—M-89. Mr. Dwyer supplied 
information regarding Copper Order 
M-86, and its attendant symbol X-6 
during an extensive discussion period. 

Commander Cisin emphasized the 
great drain which the Korean War 
has been on the military's blood bank. 
He cited the great decrease in deaths 
in Korean casualties, compared to 
World War II, due to qucker and 
more extensive blood transfusions at 
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the front. He implored his listeners 
to make every effort to convince their 
employees, friends and others with 
whom they come in contact in their 
community activities, to promptly 
answer local calls for volunteer blood 
donors. Only in that manner, he said, 
can the low death rate among battle 
casualties be maintained or reduced 
even further. 


ZACS? 


A new word? No, but rather the 
first letters of four tremendously im- 
portant words in your business. They 
are—Zinc, Aluminum, Copper, Steel. 
These metals were matters of con- 
sideration at the meeting last month 
of the Electrical Apparatus and Sup- 
ply Distributors Industry Advisory 
Committee of NPA. 

During extensive travels for @ 
month preceding that meeting M& 
Pyle and your reporter conducted 
several large area meetings and algo 
visited many niembers and non-mem- 
bers. “ZACS” was on everyone's mind. 
From our meetings and interviews 
were collected a number of the pre- 
vailing problems caused by present 
conditions in these metals fields. Mr. 
Pyle informed members of the Ad- 
visory Committee of these troublesome 
situations in order that equitable 
solutions could be worked our at their 
meeting. 

NPA regulations prevent the par- 
ticipation of Association executives 
in Advisory Committee deliberations 
This means, therefore, is taken by 
N.A.E.D., to cooperate with govern- 
ment agencies in their work for the 
mutual benefit of the defense effort 
and the industry. N.A.E.D.’s constant 
exploration of conditions facing elec- 
trical distributors provides govern- 
mental departments and bureaus with 

(Continued on page 89) 








and tell Jim wed better double that next 
order for HONEYWELL CONTROLS ! 








The beaming gentleman above has just discovered 
that Honeywell heating controls really move off an 
electrical wholesaler’s shelves. 

That's the discovery you'll make, too—once you 
start stocking these high-demand items. And it’s 
only logical that you should. After all, most of them 
are installed by electricians—the same men who 
buy BX and friction tape and switches and 101 
other products from you. They'll be buying their 
Honeywell controls somewhere. And what better 
place for them to buy than from you? 





But there's more to the story than fast turnover 
and good volume. Your profit on Honeywell con- 
trols is high, your selling cost and overhead low 
When you add it up, it’s hard to see just how 
you can afford not to stock Honeywell controls. 
So plan your first order today from the basic items 
listed in the column across the page. And why 


not get started now ? 
MienneaAagrPeti §s 
Honeywell 





Fouts on Couttol 
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News Notes from NAED 


(Continued from page 87) 


factual data they find helpful in their 
continuing effort to assure the least 
possible interference with the essen- 
tial economic services they realize the 
distributor must perform. N.A.E.D.'s 
contributions in this respect are given 
impartially for the benefit of the coun- 
try and the general welfare of this 
essential industry. 


© More Laurels—There was anoth- 
er very important meeting held at 
headquarters early this month by the 
N.A.E.D.’s Public Relations Commit- 
tee for Cooperation with the U.S. De- 
partment of Defense. Commander 
Clarence Cisin represented the De- 
partment of Defense and expressed 
appreciation for the Association's 
constructive efforts to coordinate the 
industry's operations with growing re- 
quirements of the national military 
program. More complete reports of 
that timely meeting have already been 
published elsewhere. 


Pacific Zone Convention 
Has Copper on the Mind 
(Continued from page 77) 


manufacturers have hired regional rep- 
resentatives whose sole function is to 
maintain a constant liaison between 
distributors, banks and dealers. 

e No Backward Trend—There is 
no trend toward replacing the inde- 
pendent distributor with factory 
branches, according to Frank W. 
Mansfield, director of market reseach 
for Sylvania Electric Products Inc., 
who addressed the convention. “I fail 
to find any evidence where the death 
knell is being sounded for the inde- 
pendent wholesaler,” he said. 

In his discussion of the methods 
and values of market research, Mr 
Mansfield said: “In every field the out- 
look for business appears favorable for 
the year 1952—to say nothing of the 
extra business that can very well re- 
sult from technological advances. Who 
can say when there will be some other 
commodity that will revolutionize our 
economy as completely as did the 
automobile, the airplane and the wash- 
ing machine. The developments are 
completely unpredictable, and even 
the best market research cannot pos- 
sibly hope to predict what these prod- 
ucts will do for our economy.” 


© Social Events—Located at the fa- 





You'll want these fast-moving 


HONEYWELL CONTROLS 
on your shelves, too ! 





Honeywell Thermostats 


1) The new Chronotherms are the most sensitive, most 

accurate thermostats ever built! They automatically 

lower the temperature at night, automatically raise it 

in the morning. Both the standard model (illustrated) 

and the plug-in model are popular with electricians. 

2) Honeywell's Time-O-Stat, not shown, is distinguished from ordinary thermostats by 
“Day-Nite” cohtrol which provides automatic morning pick-up. With this thermo- 
stat, moreover, the owner can turn off his furnace from the living room. 


Switching Relays 


Honeywell relays have universal application in the electrical field. 
1) The R 19 (illustrated) contains an internal transformer that pro- 
vides low voltage pilot circuit for remotely located pilot operators, 
Will supply single pole line voltage switching action. 2) The R 182C 
(not shown) has all features of the R 19.In addition, it will provide 
multiple switching action of line voltages, such as controlling two 
load circuits with an “in” and “out” contact on each circuit. 


Line Voltage Thermostats 


Honeywell's reliable T 44 is a standout ther- 

mostat for light duty applications. It’s ideal 

for direct control of small motors, blowers, 

burners, relays and many other units. 2) The 

TA 42, a heavy duty thermostat, gives ac- 

curate and dependable control of line volt- 

age devices in both heating and cooling 

applications. It’s capable of handling direct a great variety 
of line voltage loads. 3) The T 42 is a heavy duty thermostat 
that’s widely used by electricians, because of its proven, de- 
pendable mercury switch. Gives the finest kind of control 
for heating and cooling systems. 


For further information on these controls, and others in 
which you are interested, write Minneapolis-Honeywell, 
Department EW-12-99, Minneapolis 8, Minnesota. 


Honeywell 
Fiat we Coutiols 
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100,000 Candlepower... 


RATED AT ONLY 300 WATTS! 


HR nee e 


High Intensi ity 


At 


Long Throw | 





DESIGNED TO SAFEGUARD 
LIFE AND PROPERTY 


For outdoor use. The Austin CLD-56 
fills the great demand for applications 
requiring a spot of high intensity, long 
throw and narrow beam. Particularly 
adaptable to protective lighting 
around buildings, shipyards, docks, 
rail yards, air terminals, along fences, 
and many other locations where good 
light is essential to safeguard life, 
property and operations. Ideal also 
for a variety of commercial uses ~ 
building fronts, recreation areas, 
church spires, etc. 

Designed for use with the new 
PAR-56, 300 watt, 100,000 candle- 
power sealed beam lamp. Throws a 
21'x37’ eliptical beam at 100’, 42'x67' 
beam at 200’, etc. Lampholder is engi- 
neered to permit lamp’s rotation with- 
in housing to any fixed position so 
elipse shaped beam will cover exact 
area desired. Lampholder is adjustable 
so light can be beamed in any 
direction. 

Made of lightweight cast aluminum. 
Weatherproof, completely wired. 
Stem has %" tapered thread to fit 
variety of Austin fittings (a few are 
illustrated at right). If lamp protection 
is desirable, lens and lens holder are 
available at additional cost. 


Write for Information 


The TH EC. Austin Comtan 
ALT TY NO 


20K 








mous Ahwahnee Hotel and Camp 
Curry on the floor of Yosemite Val- 
ley and shielded completely by the 
towering High Sierras from any pos- 
sibility of a television signal, the 
wholesalers and their guests were able 
to concentrate on their full program 
of business and a steady round of so- 
cial and sports activities when else- 
where on the West Coast the orderly 
process of business was disorganized 
by the mid-day microwaved playoff 
games between the Giants and Dodg- 
ers. Plus the sightseeing that was a 
natural part of a convention held in 
a national park, the distributors and 
their guests attended an opening- 
evening cocktail party, the traditional 
chairman's dinner and the golf ban- 
quet on the closing night. A special 
program of sightseeing, cards and 
golf was arranged for the ladies. 

E. A. Phillips, chairman of the Pa- 
cific Zone, NAED, presided at the 
sessions. Harry C. Gerster was chair- 
man of the convention committee, as- 
sisted by Roy Kimberlin and Leslie 
Stusser. Chas. Matthews chairmanned 
the program committee with the help 
of Louis Kaplan, D. A. Smith, and 
A. H. Meyer. Zone secretary R. A. 
Balzari coordinated convention ar- 
rangements and activities. The whole- 
salers announced that the next meet- 
ing of the Pacific Zone, NAED, would 
be held at the Empress Hotel, Vic- 
toria, British Columbia, on May 12, 
13 and 14, 1952. 


(Continued from page 85) 


the Sherman Antitrust Act in 1937, 
manufacturers were permitted to fix 
and enforce minimum resale prices 
for trademarked products involved in 
interstate commerce. Many large de- 
partment stores, such as Macys (New 
York), were not signers of fair trade 
contracts. The Schwegmann decision 
leaves non-signers free to undersell 
signers. 

While speakers at the session agreed 
that a unified approach was needed in 
obtaining fair trade legislation, there 
was some disagreement on what meas- 
ures should be advocated. John W. An- 
derson, president of the council, which 
represents thousands of manufacturers 
who fix retail prices of their products 
in 45 states, said “the board of trustees 
has reached the conclusion that they 
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cannot reach a conclusion” on legisla- 
tion to be proposed 

e Opinion Divided—At a panel dis- 
cussion at the session, in which law- 
yers in the fair trade field participated, 
a division of opinion occurred on 
whether the McGuire Bill now pend- 
ing in Congress was able to restore 
fair trade or not. One panel member 
stated that, while legislative relief was 
the only measure to be looked for, a 
“new and national independent act 
would be better than legislative patch- 
work on the existing Miller-Tydings 
Act.” 

In a speech prepared by James M 
Meade, chairman of the Federal Trade 
Commission, and delivered by Daniel 
Murphy, head of the commission's 
anti-deceptive-practices bureau, no 
mention was made of whether the 
commission approved or disapproved 
of fair trade legislation now pending 

A proposal was made before Con- 
gress adjourned to amend the Federal 
Trade Commission Act, said Mr 
Meade. The amendment would “in 
effect exempt the non-signer provision 
of the state fair-trade laws from attack 
as unfair under Federal antitrust law,” 
he declared. “I am told,” he said, “that 
this bill is expected to be considered 
in the House early in the next session 
In due course it is expected the bill 
will be referred to the Federal Trade 
Commission for our study and com- 
ment.” 

e No Comment—tThe speaker said it 
was “inadvisable to comment at this 
time on any aspects of the bill until 


the committee has officially referred | 


it to the commission and our report 


has been delivered to Congress. I can | 
assure you,” he said, “that it will be 


given detailed consideration by the 
commission.” 


Mr. Meade explained to the Fair | 


Trade Council members that “the pur- 
pose of all antitrust legislation, includ- 
ing the laws administered by the Fed- 
eral Trade Commission, is the regula- 
tion of business to the end that bad 
business practices and unfair tactics 
are eliminated from the competitive 
struggle.” 

© Blow Is Dealt—Herbert A. Berg- 
son, former U.S. assistant attorney 
general in charge of aatitrust litiga- 
tion and antitrust investigations, told 
those at the session that “a critical 
blow was dealt retail price mainte- 
nance, as it has been known and prac 
ticed since 1937, when the Supreme 
Court announced its decision last May 
in the Schwegmann case.” As a result 





NOW! Thin-Wall Conduit 
can be bent profitably 





Here's the practical, efficient way to 
bend 114, 11 and 2” electro-metal- 
lic tubing. Of special interest to 
electricians is the fact that this job 
can now be done with Blackhawk's 
remarkable all-directional ‘Porto- 
Power” hydraulic unit. 


wrinkle-free 
bends and 
matched offsets 


There's no crushing. 90° bends 
are made in just one setting. Re- 
mote-operation permits bending 
on the bench or floor—in the most 
convenient position for the han- 
dling, sighting and measuring of 
the pipe. 


ONLY: Sue eine benders 
have these big sales points 


You offer lightest weight ... the bending assembly for 114" conduit weighs only 50 
Ibs. This means easy ee ? . no wrestling with heavy, chuensy equipment! There's 
tremendous efficiency . . . and the equipment pays for itself on the first good job. 

_ _ Get full facts on Blackhawk’s Benders for both Rigid and Thin-Wall . plus 
information on spectacular Aydraulic Knock-Out Punches. 


\\-BLACKHAWKE.--- 


“"l 
BLACKHAWK MFG. CO., Dep! P-44121, Milwaukee 1, Wis. l 
I Without obligation, rush Bulletin B-50 giving full facts (for ELECTRICAL WHOLESALERS) on | 
I Biackhawk's entire line of Electrician's Equipment 1 
Name.. ° were - 
Firm. .. net - 
j Address... sean : . - } 
City es ee te seeeeeseeee State 
nw vn onns on mnnes ons anss-nsoresereseavasnsnenssesves ++ SMMiosse-sovvecsesen score fl 
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SHAWMUT FUSE TERMINALS 
National Electrical Code 
Standard for front and 
back panel connections. 
250 v or 600 volt sizes. 
Send for Bulletin 4508, 


Xa 


a... ee ee 


SHAWMUT TESTED aed Wome. 
RIBBON AND 
LINKS 


Standard for the industry. Wire 
drawn through jewel dies to 
insure smoothness and accuracy. 
Call for Bulletin #509. 


SHAWMUT FUSE PULLERS 


Made of horn fibre and tested to 35,000 volts. 

Solid grip jaws and laminated construction pre- 

vent pF ot and twisting and make them five 

times stronger than ordinary pullers. Safe 

and handy for handling any type fuse, clip or 

& Two sizes: Pocket and Giant. Ask for 
ul letin #511. 


SHAWMUT DIAMOND 


CUT-OUTS 


Cartridge and Plug Type 

Supplied as standard above 30 Amps 

with Shawmut SHUR-GRIP pressure 

connectors and spring action fuse clips. 

Available in Porcelain, Black Molded 

Composition and Slate, Single, Double 
and Triple Pole types. Also, 3-wire with 2 branches; 
Fused and Unfused Neutral; Special Live Frodt 
type. Ask for Bulletin #507. 
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SHAWMUT 
FUSE CLIPS 
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. National Electrical Code Standard. Two 
' types;for either Ferrule or Knife Blade 
! type fuses on either 250v or 600 volt 
; circuits. See Bulletin #508. 


SHAWMUT CLIP LOCK CLAMPS 


Hold with a vise-like grip on either straight 
or round clips. Prevent change of tension, 
overheating, current waste, shutdowns, etc, 
Bulletin #511. 
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Famous for quality since 1893, Chase-Shawmut products set standards for the in- 
dustry. Count on them for positive protection whenever maintenance is required. 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET - ° 


Wea 


~ td -. 


Wenee cee 


_NEWBURYPORT, , MASSACHUSETTS 
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of the decision, he said, one thing was 
immediately clear: “Producers and dis- 
tributors could no longer safely count 
on the simultaneous advantages of 
mass distribution and price protection 
previously assumed to have been af- 
forded by the Miller-Tydings amend- 
ment.” 

e Control Limited—The price war, 
which followed the Schwegmann de- 
cision, was shortly to fade from the 
headlines, said Mr. Bergson, “but the 
producers, distributors and _ retailers, 
whose systems of marketing had be- 
come inextricably woven with the con- 
trol of minimum resale prices, were 
left with the somber realization that 
the extent to which such control could 
be exercised in the future had been 
severely limited and that their systems 
of marketing would have to undergo 
change.” 

The speaker declared that the 
Schwegmann decision loomed most 
ominous in the appliance, auto acces- 
sories, sporting goods and drug in- 
dustriés, among others. 


Shortages of Materials 
Retard All Construction 
WASHINGTON—AII types of con- 


struction during October were retard- 
ed due to shortages of materials, ac- 
cording to reports from the U. S. Labor 
Department's Bureau of Labor Statis- 
tics and the Building Materials Divi- 
sion, U. S. Department of Commerce. 
Delays in construction projects ex- 
tended even to the basic steel and elec- 
tric power expansion programs, and 
the reports indicated that the decline 
in activity was more than seasonal. 

New home building activity, which 
increased slightly in October, was a 
notable exception to the general trend. 
Military and defense plant construc- 
tion, however, showed further 
moderate increases. The total value of 
new construction put in place during 
October amounted to about $2.7 bil- 
lion, off 5 per cent from the Septem- 
ber total and 3 per cent less than the 
total of October, 1950. 

Construction came completely un- 
der the Controlled Materials Plan on 
October 1. When supplies of con- 
trolled materials on hand before that 
date are used up, the amounts of vari- 
ous types of construction that can be 
carried on will depend largely on al- 
lotments of steel, copper and alumi- 
num. 

Structural steel was the principal 


also 
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CALENDAR OF EVENTS 


Plant Maintenance Show 
Convention Hall 
Philadelphia, Jan. 14-17 
National Assn. of Home Builders 
8th Annual Convention and Exposition 
Stevens and Congress Hotels 
Chicago, Jan. 20-24 
Industrial-Commercial Sales Conf 
Missouri Valley Electric Asan 
Hotel President 
Kansas City, Mo., Feb. 19 
Pennsylvania Electric Assn 
Winter Meeting, Relay Committee 
Fort Stanwiz Hotel 
Johnatown, Pa., Feb. 20-21 
Electrical Industry Conventien 
North Central Electrical Industries 
St. Paul Hotel 
Minneapolis, Feb. 24-28 
Chicago International Trade Fair 
Navy Pier 
Chicago, March 22 to April 6 
International Lighting Exposition 
Cleveland, May 6-9 





limiting factor during October and 
probably will continue as the key ma- 
terial throughout the balance of this 
year. Within a short time, however, 
the availability of copper items may 
be expected to supersede structural 
steel as the determining factor in the 
volume of construction activity, par- 
ticularly for those types of construc- 
tion in which structural steel is rela- 
tively unimportant, according to the 
joint report. 

Private as well as public outlays for 
new construction dropped in October. 
Total private outlays amounting to 
$1,789 million were 5 per cent less 





OTIS HIDDEN CO. officials, Louisville, 
Ky., recently accepted a franchise for 
the distribution of Westinghouse elec- 
tric housewares, electric bed coverings, 
vacuum cleaners and fans. Shown at 
the acceptance ceremony (left to 
right) are W. E. Slabaugh, Westing- 
house; J. S. Mitchell and Walter Riley, 
of Hidden’s; J. E. Hugo, Westing- 
house; G. W. Stephan, H. L. Smith 
and A. B. Harris, of Hidden’s; R 
K. Miller, Westinghouse; and H. K 
Farmer, Hidden’s 





FULLMAN 


trobe 


PRODUCTS 


CONVENIENT and PRACTICAL 


“Latrobe” Floor Boxes and Wiring Specialties are designed 
for quick and easy installation. 


Each “Latrobe” product is constructed of finest materials 
to perform its job with the greatest effectiveness at least 
cost. 


- No. 252-R Two Gang 
Ne. 284 Nessie Adjustable Floor Box 


. Sturdy and efficient ith Ne Re 
With No. 200 Cover Plate contac 7 one section. One Gover’ Plate 
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compact fitt ig on market 
Fur nished with elther ‘2” wr a brass 
pipe extension. 


No. 110 “Latrobe” 

Watertight Floor Box 
The simplicity and directness of design 
the 110 saves 


No. 330 Tom Thumb 
Utility Outlet 
A A bent 9 generat Bo ah outlet for hy b in 
windows, ete. Quickly installed etthout 
woe, Ew and without marring wood 


war Cover Plate, 32” diam. 


Sold Only Through = 
| Wholesalers 
Keystone Fish Wire 


“Bull Dog” 
oot C4. 2 flat steel wire ome tem- 
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Cable Staples 
fety. 100, 150 and 


and sa‘ Their top quality makes these staples safe 
500. foot coils "s ol i gaara work to and dependable. Packed in box. carton 
heaviest power wir keg where. 


and barrel. Popular everyw' 
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FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 
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PROTECTO- 
>REFLECTOR 


FOR USE WITH THE 
GENERAL ELECTRIC R-52 LAMP 


Another pioneering step in industrial lighting, 
designed to give maximum illumination with a 
minimum of glare at lowest maintenance cost. 
The new ABolite GBF Protecto-Reflector protects 
the lamp against water damage and dirt fogging, 
and reflects the greatest possible light. 

The GBF Protecto-Reflector is the first reflector 
of this type ever produced! The complete line of 
ABolite lighting equipment includes industrial, 
commercial, floodlighting installations. Specify 
ABolite ... first and finest in the incandescent 
lighting field. 


WRITE FOR THE ABOLITE CATALOG TODAY 


THE JONES METAL PRODUCTS CO., West Lafayette, O. 


WHITER THAN WHITE 


ABS LITE 


ol “gy BS. 


than in September and public expendi- 
tures of $903 million were off by 6 
per cent. Private construction was 12 
per cent under a year ago, while pub- 
lic construction showed an increase of 
21 per cent over the year 

During the first 10 months of 1951, 
new construction with a total value of 
more than $25 billion was put in place. 
This was $2 billion more than the 
total for the same period of 1950. In- 
dications are that total new construc- 
tion outlays in 1951 will exceed $29 
billion, compared with a little less 
than $28 billion for all of 1950. Larger 
public expenditures, particularly for 
housing, defense plants and military 
facilities, will account for the increase 


Fleischmann to Address 
Plant Maintenance Parley 


NEW YORK—Manly Fleischmann, 
DPA administrator, 
of 56 speakers in a discussion of plant 


will head a group 
maintenance problems at the Plant 
Maintenance Conference, Convention 
Hall, Philadelphia, January 14-1 

The conference, which will be held 
in conjunction with the Plant Main 
tenance Show, will have as its general 
chairman L. C. Morrow, consulting 
editor, Factory Management & Main 
tenance. More than 14,000 persons are 
expected to att companies 


ire expe 


G.E. Supply Reorganized; 
To Set Up 70 New Houses 
BRIDGEPORT, CONN.—The Gen 


eral Electric Supply Corp. is being re 
organized to handle the greatly in- 
creased business anticipated for the 
electrical industry in the next three 
years, Charles R. Pritchard, president, 


has announced 


Outstanding changes in the company 
include the appointment of four re- 
gional vice presidents, the establish- 
ment of 11 new sales districts and 
more than 70 new places of business, 
and a finer division of responsibility 
among district sales personnel 

Mr. Pritchard said the expansion is 
based on the industry-wide belief that 
the market for electrical appliances, 
radios, television and supplies of all 
kinds will be approximately 50 per 
cent larger in 1954 than in the record 
year of 1950. 

G. E. Supply this year will do busi- 
ness exceeding $500 million—54 
times its 1940 volume 
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A. H. Nicoll, Graybar Head, 


Observes 40th Service Year | 


NEW YORK—A. H. Nicoll, presi- 
dent of the Graybar Electric Co., was 
honored recently on his 40th service 
anniversary by members of his staff 
at the Union League Club. 


The president of Graybar started 


his career as a sales record clerk in 
San Francisco on November 15, 
1911. He later became a salesman and 
eventually was made head of the dis- 


trict in which he started. He came 


east as assistant to the president in 
1939, and was elected president of the 
company in 1942. 

The company has undergone a large 
expansion during his administration 
as chief executive officer. Annual sales 
of the company have tripled to nearly 
$400 million. The number of employ- 
ees has jumped from 2,200 to over 
4,200. Eighteen locations have been 
added to bring the number of the 
company’s nation-wide network of of- 
fices and warehouses up to 108. 

Mr. Nicoll is a past president of 
the Rotary Club of New York and is 
currently a trustee of the New York 


Rotary Foundation. He is a member | 


of the advisory committee of the 


Chase National Bank, Grand Central | 
branch; a trustee of the Union Dime | 


Savings Bank and a director of East- 
ern Offices, Inc., the firm which owns 
the Graybar Building here. 


Raybro Electric Supplies 
Makes Personnel Changes 
TAMPA, FLA.—Raybro Electric 


Supplies, Inc. Tampa, Jacksonville, | 
Miami, St. Petersburg and Orlando, re- | 


cently announced several important 
personnel changes through its secre- 
tary and treasurer, M. O. Hollis. 

R. L. Pike, who has been covering 
a territory out of Jacksonville, has 


been named Jacksonville branch man- | 


ager. W. C. Winslow has been ap- 
pointed Jacksonville branch merchan- 
dise manager and will be responsible 
for all merchandise sales in the Jack- 
sonville territory. 

In Miami, Raybro kas named I. F. 
Russell branch manager. He will be in 
complete charge of all merchandise 
sales for the Miami branch operation. 
Mr. Russell has been covering a regu- 
lar merchandise territory for Raybro 
out of the Miami branch and will be 


replaced in this position by Jack Howk. | 
Gordon Priday is the new Raybro | 


St. Petersburg branch manager. He 





Your customers 


are sold on this 


RikgI> 


Cutter 


@ It rolls up new customers and rolls right through any pipe with 
least effort, quick almost burrless cuts; factory tested, tracks per- 
fectly. Special thin-blade cutter wheel for extra fast cutting—or 
heavy-duty wheel gives your customers extra-long service—satis- 
faction. Guaranteed warp-proof special malleable housing. Five 
models to 6” pipe; 4-wheel short-handle models for speedy cutting 
in tight places. For sales that stick, for satisfied customers—it pays 
you to sell RRIEZAIC> cutters. 


. Work-Saver Pipe Tools . 
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And every Monarch fuse is ‘‘betfer/balanced"’ . . . to provide you 
possible. This important feature 
fo possible fuse faults... 
over protection (excessive lags t burned out equipment) 
and under protection (faulty f out at less than specified 
in industry are realizing 
the value of “better balance” ise two extremes and the 
value of Monarch fuses in providi ound, Aafe protection. So specify 
ee fuse with the exclusive, 
fully approved MONO-LAG link. There's g dealer near you, — write 
for his name. ] 





OMPLETE LINE OF Fuses 
at CONSTRUCTION & Reps. J 
yy 


yw? 


AS capa sual wa) 


116 E. FIRST STREET JAMESTOWN, N. Y. 





was transferred from Jacksonville, 
where he was branch supply sales man- 
ager. He replaces Paul Roulstone, who 
has been made Tampa branch supply 
sales manager. 

Winner of Raybro’s recently con- 
ducted, state-wide Gibson dealer sales 
contest was W. R. Kimbrel of Kim- 
brel Gas and Electric Co., Palatka. He 
was awarded an all-expense paid, three- 
day trip to Havana. Henry Carlin of 
Carlin’s Gas & Electric Co., Daytona 
Beach, finished in second place. 


Westinghouse Advances 2 
In Speed Up of Activities 


PITTSBURGH—In a move de- 
signed to expedite the company’s de- 
fense activities, Westinghouse Electric 
Corp. has assigned new duties to two 
vice presidents 

E. Osborne, formerly vice presi- 
dent in charge of manufacturing, has 
been named to the newly-created post 
of executive vice president—defense 
products. According to Gwilym A. 
Price, Westinghouse president, Mr. Os- 
borne has been assigned responsibility 
and authority for all defense efforts of 
the company. 

Tom Turner, vice president in 
charge of labor relations, retains that 
post at Westinghouse and also assumes 
the manufacturing responsibilities for- 
merly assigned to Mr. Osborne. His 
new title will be vice president in 
charge of manufacturing and labor re- 
lations. 


Dealer Shows Products 
In “House of the Future” 


GLENS FALLS, N. Y.—A unique 
merchandising promotion has been un- 
dertaken here by Niagara Electrical 
Equipment Co., which has built and 
equipped a “House of the Future.” It 
has been designed to include all manu- 
facturers’ products sold by the firm, 
and will become the dealer's own home 
after the public showing is over. 

Edward Rosenbaum, owner of Ni- 
agara, said the project was undertaken 
because “we decided that electrical ap- 
pliances and fixtures could be best 
demonstrated by being shown in their 
natural location—a home.” 

The house is equipped with a re- 
mote control lighting system, a high- 
fidelity system with built-in ceiling 
speakers in four rooms, and a fre- 
quency door opener on the overhead 
garage doors. The kitchen is equipped 


96 ELECTRICAL WHOLESALING—December, 1951 





with a 10-cubic-foot refrigerator, de- 
luxe range, dishwasher, garbage dis- 
posal unit, washing machine and drier. 
The home also has an intercommuni- 
cations system and recessed spot light- 


ing 


Sales Increase in September 
For Receiving and TV Tubes 


WASHINGTON—Sales of televi- 
sion picture tubes to TV set manufac- 
turers as well as sales of receiving 
tubes increased in September over Au- 
gust, the Radio-Television Manufactur- 
ers Assn. has reported. 

September sales of receiving tubes 
totaled 27,946,193, compared with 
23,761,253 tubes sold in August. The 
September sales brought to 280,795,- 
338 the number of receiving tubes sold 
in the first nine months of 1951. A 
breakdown of the September tube sales 
report showed 16,176,604 tubes sold 
for new sets, 7,363,721 for replace- 
ment, 2,836,988 for export and 1,568,- 
880 to government agencies. 

September sales of TV picture tubes 
to set manufacturers totaled 294,951 
units valued at $6,138,517, 98 per 
cent of which were rectangular tubes. 
This compares with August sales of 
210,043 units valued at $4,327,234. 
Sales during the first nine months of 
1951 amounted to 3,146,173 tubes 
valued at $78,852,954. Tubes 16 inch- 
es and larger in size made up 97 per 
cent of the September sales. 

Manufacturers of TV sets will not 
be able to produce more than 1,000,- 
000 to 1,250,000 sets during the fourth 
quarter of this year due to material 
shortages and government controls, 
Glen McDaniel, president of RTMA, 
said recently. Material shortages are 
becoming more acute as deliveries of 
defense orders increase, he declared. 
He said it would appear that radio- 
television manufacturers will be un- 
able to increase their civilian produc- 
tion greatly during the next few 
months 


Radio Output Down 5%, 
TV 21% in 9 Months of ‘51 


WASHINGTON—Radio set pro- 
duction dropped 5 per cent while tele- 
vision set production dropped 21 per 
cent in the first nine months of 1951 
as compared with the corresponding 
period of 1950, according to figures 
released by the Radio-Television Man- 
ufacturers Assn. 

Production of radio receivers in the 





EASY-TO-WIRE POLARIZED 


OUTLETS and CAPS 


10 and 20 Amperes 
2, 3 and 4-Wire 


PRECISION MANUFACTURING 
SKILLFUL ASSEMBLY 


THOROUGH TESTING 


Sold Through 
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WIRING DEVICES 
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MORE THAN 60 YEARS 
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Electrical Distributors 


For Complete Information Write Dept. W 


PASS & SEYMOUR, INC. 
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A wiring device costs 

what you sell it for only if 

your customer can install it and 
forget it. Otherwise, it may be 





SLATER No. 280 
Pull Chain Lampholder 
—engineered for service 


The only one piece ceil- 
ing lampholder with 
removable interior. Con- 
tractors say, “We install 
3 SLATERS to 2 of any 
other.” Fits 3%” and 4” 
boxes. Insist on the 
heavier, sturdier orig- 
inal! There’s only one 
real pull chain lamphold- 
er that meets your rigid 
needs—and that’s Slater. 


January-September period totaled 10,- 
077,478 as against 10,638,800 in the 
same 1950 period. Output of TV sets 
fell from 5,028,200 sets in the 1950 
period to 3,970,857 in the first nine 
months of this year. 

Estimates by RTMA, which include 
production by members of the associ- 
ation as well as non-members, showed 
a total of 5,133,033 home radios, 
1,096,770 portables and 3,847,675 
auto sets produced during the nine- 
month period of this year. 

Production in September—covering 
a five-week period—was estimated at 
337,341 TV sets and 1,100,246 radios. 
This compares with 843,800 TV sets 
and 1,335,500 radios manufactured in 
the same 1950 month. Radios with 
FM facilities were estimated at 84,- 
842. In addition, 15,803 TV sets con- 
taining FM audio circuits were pro- 
duced. 


Southeastern Wholesalers 
To Hold Meeting Jan. 24-25 


ATLANTA, GA.—The second an- 
nual Industry Day meeting of the 
Southeastern Electrical Wholesalers 
Assn. will be held here January 24-25, 
1952, at the Bilrmore Hotel. Plans for 
the meeting call for the discussion of 
problems which affect all branches of 
the industry. Mutual solutions will be 
discussed by panel leaders. 

Outstanding executives of the indus- 
try will appear on the two-day pro- 
gram. Several addresses will be made 
on materials allocations and the de- 
fense program, according to M. L. 
Tice, managing director. 


Home Owners May Face 
Shortage of Light Bulbs 


NEW YORK—Some difficulty may 
be experienced shortly by home own- 
ers in finding light bulbs in the size 
they want, Electrical Construction and 
Maintenance, McGraw-Hill magazine, 
reports. Lamp manufacturers claim they 
won't produce as many low-priced, 
household-type bulbs under the gov- 
ernment material allotments for the 
rest of the year. 

According to the magazine, this 
means the housewife may have to buy 
60-watt bulbs instead of 100, or vice 
versa. Impact of orders for high- 
wattage and military-type lamps is the 
reason. The depleted tungsten supply 


Slater Electric & Mfg. Co., Inc., Woodside, N. Y. 
is improving, however, but lamp mak- 


Ve t : ‘ 
4 lof SP (ee) J - ers now face loss of skilled workers 
7 os e | due to slowdowns caused by shortages. 
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too expensive for him at any price. It 
doesn’t take long to discover that SLATER 

has no hidden costs. SLATER’s elaborate 

“fool proof” inspection system sends out each 
wiring device in uniformly perfect working 
condition. It costs us a bit more that way, 

but we know it will make and hold customers. 
Let your customers decide. Sooner or later — 
they ask for SLATER. 

Write for Catalog No. 50 today. 











G. E. Supply Establishes 
New California District 


FRESNO, CALIF.—A new district 
was established by the General Elec- 
tric Supply Corp., it has been an- 
nounced by Charles R. Pritchard, pres- 
ident. 

The district, which was formerly 
part of the San Francisco and Los An- 
geles districts, will embrace Fresno, 
Kings, Madera, Mariposa, Merced, 
Tulare and San Luis Obispo counties, 


William L. Duncan Kenneth Graff 


most of Kern County and a small part 
of Santa Barbara County. William L. 
Duncan has been appointed manager 
of the district 

Mr. Duncan has announced the ap- 
pointments of Kenneth Graff as dis- 
trict sales manager for appliances and 
radios; W. H. Pace as district service 
manager; H. L. Wilkinson as product 
service supervisor; L. B. Edell as au- 
ditor; and L. C. Follett as credit man- 
ager. 

Mr. Duncan has been with the sup- 
ply corporation since 1927. He was 
named local house manager at Fresno 
in 1947. Mr. Graff joined G. E. Sup- 
ply in 1933 and was most recently 
sales manager for the Fresno office. 


Bryant Electric Moves 
To New Office, Warehouse 
CHICAGO—The Bryant Electric 


Co. has moved its office and warehouse 
here into a new, modern one-story 
building at 1718 West Fullerton Ave. | 
The new building of 24,000 sq. ft. sets 
on a lot of 44,000 sq. ft. 
The 40-ft. set-back of the building | 
allows space for parking 30 cars and, 
in addition, there is a 15,000 sq. ft 
parking area in the rear. For the con- 


venience of local Customers, a separate Bronce 60 Certified ts an ptchievement of 
loading dock has been provided for 


pick-ups. There is an enclosed loading WESTERN INSULATED WIRE CO. 

dock for receiving and shipping. 
The offices are equipped for air 

conditioning and rows of continuous 





LOS ANGELES 58, CALIFORNIA 
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fluorescent fixtures are suspended from 
acoustical ceilings. The warehouse is 
equipped with incandescent and fluo- 
rescent lighting. 


NAED Sponsors Condensed 
Catalog Plan for Members 


NEW YORK—The National As- 
sociation of Electrical Distributors has 
announced its sponsorship of a con- 

needs densed catalog plan for electrical dis- 

ill all your customers’ cributors. 
fA Le] y According to H. D. Roden, Roden 

Electrical Supply Co., Knoxville, Tenn., 
The Great Western and LaMar Lag line is complete—and every and chairman of NAED’s catalog com- 
item in it is a se//er. Find out how it can pay off for you in satisfied mittee, the new catalog plan makes 
customers, repeat orders and greater fuse profits. Write for new available to association members a low- 
literature and prices. priced catalog permitting a wider and 
more economical distribution to cus- 
tomers. 

The condensed catalog is tailor- 
made to the individual distributor's 
specifications. In it, the distributor can 
RENEWABLE KNIFE BLADE FUSE KNIFE BLADE RENEWAL LINK display a representative grouping of 

250 & 600 volt sizes, 250 & 600 volt sizes, the electrical products he handles. 
70 to 600 amperes 70 to 600 amperes The catalog cover of heavy stock is 
imprinted with the distributor's own 


, copy and the product listing can run 
e i, ‘ from 64 pages up to 128 pages. 
- Ff j Further information about the con- 


ensed catalog w > releg y 
prec etl i ceenuen Cen Case densed catalog will be rele ased shortly 
from the association's headquarters 


250 & 600 volt sizes, : 250 & 600 volt sizes, hese 
70 to 600 amperes 3 to 60 amperes , 





‘Skyline Drive’ Is Featured 

ha. > we At G.E.’s Yuletide Display 
CLEVELAND — General Electric’s 

a ee oom oe annual outdoor lighted Christmas dis- 
250 & 600 volt sizes, Standard Sizes, 10, 15, play at Nela Park headquarters of the 

3 to 60 amperes 20, 25, 30 amperes company’s lamp division here was 


turned on for the holiday season De- 
cember 8. Some 5,000 lamps, repre- 


. senting a total of 120,000 watts, are 
being used in the display. 


NON-RENEWABLE FERRULE FUSE NON-RENEWABLE KNIFE BLADE FUSE This year's illuminated spectacle is 


250 & 600 volts, 250 & 600 volts, built around a spiritual theme and 


1 to 60 amperes 70 to 600 amperes. features . Yuletide “Skyline Drive,” 
displaying a mythical city of steeples 


and spires. Dominating the scene are 
lamp-studded bells with a particularly 


a ae * brilliant one in its special tower. 
ieee : 


f 
TROLLEY TAP FUSES ~ FUSE INDICATORS 3 











Unistrut Opens Branch 


Sizes from 20 Sizes for fuses from 110 to 
to 400 amperes 600 volts, 0 to 600 amperes CHICAGO—New southeastern dis- 
trict sales offices and a warehouse have 
been opened by Unistrut Products Co. 
at 1321 Spring Sc., N.W., Atlanta, Ga. 

; District manager for Unistrut in the 
GREAT WESTERN FUSE DIVISION southeast is Brad Fogerty, who will be 
responsible for sales and services in 
the area. 





WRITE FOR LITERATURE AND PRICES 


ena -tan-> & Inc., 500 Frelinghuysen Ave., Newark & 
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People In The News | 





Edward V. O’Hara is the newly- 
appointed radio-television sales man- 
ager for Westinghouse Electric Supply 
Co.’s central district. George Filson has 
been named specialties salesman for 
the district. 


Mel E. Maurer has been elected 
vice president in charge of manu- 
facturing for Nesco, Inc., housewares 
manufacturer. He will direct al] man- 
ufacturing, purchasing and engineer- 
ing for Nesco. 


William F. E. Long has been ap- 
pointed the first director of statistics 


for the Radio-Television Manufactur- | 
ers Assn. Formerly director of the sta- | 
tistical division of the National Paint, | 


Varnish and Lacquer Assn., Mr. Long 


will be in complete charge of all of | 


the association's statistical activities. 


Thomas Payton has been named | 


by Cory Corp., Chicago, to the post of 
assistant sales manager of the com- 
mercial equipment division. He was 
formerly service manager for Cory. 


Walter W. Rogers, formerly assistant | 








SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 
Easily and Speedily 
Installed 
Sturdily Constructed 


MEET ALL REQ'‘JIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUECER & HUDEPOHL 


236 VINE ST * CINCINNATI! 2, OHIO 


MORE COMPLETE! 
MORE USEABLE! 


Your NEW 


Electrical 
Catalogs 


are being distributed... 


This unit, especially compiled for Contractors and Whole- 
salers, is full of useful, up-to-date electrical product data 
covering the kinds of products you handle in your day-to- 
day operations. 

If it’s electrical — make this your first source of information 
on ‘‘Who”, “‘Which”’ and ‘“‘Where’”’ — it will save your 
time. Get the ELECTRICAL CATALOGS habit . . . today! 


If not available at your plant, write to: Distribution Man- 
ager, McGraw-Hill Catalog Service. There is no charge to 
qualified users. 


a Specific Market Unit of: 


McGraw-Hill 
Catalog 
Service 


330 W. 42ND STREET 
NEW YORK 18, N.Y. 
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QUICK REASONS WHY 





EX. 
CONNECT NUT WATERTIGHT 


ORS For ENTRANCE CABLE 


ARE TIME SAVERS 


a 





rubber, grips cable with an equal Dux - Seal Com- 
pressure on all sides. Pulls up pound forms a 
quickly, evenly, without waste mo- 
tion. 


/ TAPERED BUSHING, made of durable 


long-lasting bond 
for watertight 
GRIPPING PROJECTIONS save time in protection. 
installation. Prevent distortion of 

bushing. Give extra-tight grip that 

means longer lasting protection. 


QUICK-TIGHT SEAL with hex-nut and . 
Dux-seal compound assures a fast, 

durable seal with full watertight COMPOUNDS 
features. 


WRITE for full details and latest Catalog of 
the complete M & W line of quality fittings. 


ff The M.&W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


CUSTOMER 


D swirenes 


Inexpensive, ef- 
ficient control. 





# Assure your cus- 

} tomers of the fin- 
est in timing devices. Stock 
General Electric time switches. For 
details on the new discount schedule 
and improved exchange plan, con- 
tact your local G-E apparatus office. 
General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 








service manager for Cory, has been 
appointed national service manager 
for the newly consolidated service de 
partment of Cory 


Earl Osborne, salesman for Burgess 
Battery Co., Freeport, Ill, was recently 
honored for 25 years service with the 
company. He covers a Mid-Western 
territory for Burgess Battery. 


Duncan A. Brownlee has been 
placed in charge of sales and service 
contacts in the West Coast region for 
Unistrut Products Co., Chicago. He will 
work with architects and engineers, 
and will coordinate projects with vari 
ous Unistrut distributors 


W. L. Bender is the new mer- 


| chandising manager for Ray-O-Vac 


Co., Madison, Wis. He was transferred 
from field selling to the general sales 
staff of Ray-O-Vac a year and a half 
ago. 

A. L. Simon has been appointed 
western sales manager for Garden City 
Plating & Manufacturing Co., Chicago. 
He will make his headquarters in 
Chicago. Garden City has also named 


| G. G. Marney eastern sales manager 
) a 
He will have headquarters at Char 


lotte, N. C. 


Save Cash 
Call a 
Sylvania 
COP 


That's right, Sylvania 
COP (Cut-Out Pre- 
mium) starters save 
money by cutting out 
flashing tubes which 
can damage ballasts 
and waste current. 

Your customers will be glad to know 
about this dollar-saving, time-saving item 
Insist they guard every fluorescent circuit 
with Sylvania COP starters. For descrip- 
tive folder and full information address: 
Sylvania Electric Products Inc., Dept. 
L-7412, 1740 Broadway, New York 19,N. Y. 


SVIVAM PELE 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT 


BULBS; RADIO TUBES; TELEVISION PICTURE TUBES ; ELECTRONIC PRODUCTS 
ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS ; TELEVISION SETS 
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Carl H. Rinne is the new general 
manager of General Electric Co.'s spe- 
cialty transformer and ballast depart- 
ment at Fort Wayne, Ind. He succeeds 
William C. Wichman, now general 
manager of the company’s component 
products division. 


Warren Ullom has succeeded E. 
L. Smith as purchasing agent for the 
Westinghouse Electric Appliance Di- 


vision, Mansfield, Ohio. Mr. Smith has 


been made works manager of the new 
plant Westinghouse is building in Co- 
lumbus, Ohio. Succeeding Mr. Ullom 


as division service supervisor at the | 


Newark, Ohio, plant of the company 
is L. J. Weaver, 
of the order service department at 
Newark. 


Perry G. Sessons, Jr., has been ap- 


pointed manager of the Mid-South | 
Supply Co., Knoxville, Tenn. He was | 
formerly with the Easton Electric Sup- | 
ply Co. of Rocky Mount, N.C, as | 


lighting and sales engineer. 


Herbert Boyer has been elected vice | 
president in charge of sales for the | 


Jones Metal Products Co., West La- 
fayette, Ohio. He was formerly secre- 
tary-treasurer. L. E. Reed will serve as 


MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 





former supervisor | 





Safely supports hanging pipes, conduit: | 
and cables up to 500 Ibs. Made of %-in. 


18 gouge electro - galvanized steel (also 


available in Everdur, copper, brass or 


aluminum). Precision mode — pertore- 
tions do not vary. %-in. holes on 4s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ft. straight lengths. Available in other 
lengths aise. 

Send for literature and prices 


Specify MINERALLAC 


HANGERS, CLIPS, 





» STRAPS, BUSHINGS | 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Ilinois 


MINERALLAC 
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ALSO 
A Complete Line of 


INDUSTRIAL REFLECTORS 








jo. 
8972-8974-8976 


When the coll is for Yardlights sell JACKSON 
They are impervious to wind and weather and 
truly last a “life time.” Made of one-piece 
heavy gouge steel finished in three couts of 
Vitreous Porcelain Enamel. 
and assembled. Quoli Appear- 
ance. Listed by U. L. approved for R. E. A 
installations. Send for catalog. 


Make © SURE Your 
Beare get Jackson lect 
.. the Lifetime Yardlight 


Maiajaiastsi of 
« Reflectors 
Seis 
+ Vaporproof Units 





eat generated, together with 
the light, helps pro! 
—. animals. Durable, tough, 
14” diameter. Uses (50 
=. ioe or 250 watt heat fa 
c be attached direct 
brooder er suspended by chain 
~ or cord te special hanger. Ap- 
proved 6 fect cord and plus 


/ 

/ 

; " 

: JACKSON Brooder Heat Reflector 
\ 

. 


o” 


JACKSON ELECTRICAL ¢ TT ee 


90 910 W. VAN BUREN STRE 








*% One-Piece Construction 
% Wide Wire Range 


BLACKBURN 
Vi. Z St Les ngth 


TERMINAL LUGS 


Mr. Jobber: 
Here’s a high quality lug in a low price range... 

it’s a good profit item too ... and only 6 sizes cover a 
range from No. 14 to 1,000,000 CM. Send for samples and 
show them to your customers. 


JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo., CEntral 3007 


103 








SWITCH 
AND 
WALL 


PLATES 


Packed in individual 
envelopes with the 
necessary number 
of plated screws 
in glassine bag 
Chrome plated 
plates are paper 
covered to give 
protection to the 


surface until instal 


In announcing our new and 
larger quarters at 115 S. 
Clinton Street we pay tribute 
to the full cooperation given 
up by Electrical Wholesalers. 
It is because of the fine work 
on your part that we have 
increased our facilities. Now 
our service to you is even 
better than ever before and 
we'll make every effort to 
help you to increase your 


earnings. 


EDWARD A. MURRAY has been 
elected vice president in charge of 
sales of the Appleton Electric Co., 
according to an announcement from 
Arthur |. Appleton, company presi- 
dent. Mr. Murray served 17 years 
with the American Steel G Wire Co., 
subsidiary of U.S. Steel, and was man- 
ager of the Chicago sales district of 
that company before he resigned to 


join Appleton Electric. 


lation is made 





administrative assistant to Mr. Boyer, 
and R. P. Harner will fill the newly- 
and created position of director of sales, 
Abolite Lighting Division of Jones 
Metal Products. 
Philip Klein has been appointed 
New York district sales representa- 
Ws & ~-d, Chicope J. ill | tive for General Electric clocks. He 
Randolph 6-7662 was formerly appliance service repre- 
\ sentative for G. E. in San Francisco. 


A Merry Christmas 


NOTHING TAKES THE PLACE OF STEEL A Happy New Year 


HONER MFG. CO. : 


iow located et their anew larger quarters 











A WORD TO THE WISE 


YOU MAKE FAST FRIENDS 
WHEN YOU RECOMMEND 
AND SELL 


PARAGON (SN feiss: 


Yes, you do your customers a favor and give 
them the best in service when you stock and 
sell Paragon Time Switches. Their reputation 
for built-in quality, precision, accuracy and siienks ncaa 
dependability guarantees maximum satisfac- Illustration shows Mode] 
tion and minimum trouble. 301 straight “ON and 
7 . , . OFF” Time Switch for 
Available in a wide variety of types and use where two or four 
models . . . for indoor or outdoor applications operations per day are 
. there’s a dependable Paragon Time Switch ———— Be nye 
is ’ poe eavy-duty motor, avail- 
to fit every need ... backed by Paragon’s qual hte tn 358 60 0 cane. 
ity manufacturing — and by a sound, estab- 
lished jobber sales policy. 





piece molded-on 


specified by 


SPST, SPDT and DPST 


models 





WORLD'S FOREMOST Makers of the Famous 
EXCLUSIVE 


MANUFACTURER 


TIME-CONTROL Paragon ELECTRIC COMPANY 


SWITCHES 
FOR ALL USES 1630 TWELFTH STREET ° TWO RIVERS, WISCONSIN 


“de-frost-it” for Domestic Refrigerators 


50 Church St 
ties 
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OBITUARIES 


A. H. Friend 
Arnold H. Friend, a leader in the 


electrical industry for over 50 years, | 


died October 16 in Los Angeles. 

He had made his home in Los An- 
geles since retiring as sales manager of 
the M. B. Austin Co., Northbrook, IIL 
Mr. Friend served the Austin Co. from 
1895 until 1945, and for his 50 years 
of valuable service to the electrical in- 
dustry, he received the James H. Mc- 
Graw award. 


Mr. Friend was born in 1877, and | 
for many years he and his wife, who | 


survives, made their home in Chicago 


William Hampshire 

William Hampshire, outside sales- 
man for Coghlin Electric Co., Wor- 
cester, Mass., died October 22 after a 


long illness. Prominent in the electric- | 


al industry in New England for near- 
ly half a century, Mr. Hampshire came 


} 


to Coghlin eight years ago from the | 
General Electric Co. At an early part | 


of his career, he was connected for 
some time with the old Cooper-Hewitt 
Co., manufacturers of mercury vapor 


Built for rugged 
handling 


Cool wood handle 


The “hang” or 
balonce that makes 
work easy 


Low operating 
cost. 


STANDARD 
TIP SIZES 
7/16" 

“4 


OTHER VULCANS: Plug Tip—all parts 
replaceable. Pygmy—for delicate work. 
Electric Solder Pots and Glas Pots. 


VULCAN ELECTRIC CO 


KEYSTONE 


fovtiat-s am -to> 4-35 


ronate| 


Bar Hangers! 


Little things can make a big difference 
on any wiring job you do. And it's the 
little things about Keystone bar hangers, 
outlet boxes, and box covers that make 
them the “cream of the crop” for you. 
For example . 


KEYSTONE BAR HANGERS—Made of 
%" x Ya” band steel with rounded mill 
edges and sliding, easy-working, du- 
rable double strength studs. Available in 
straight, shallow, deep, or universal 
offset cleat types . . . and in standard 
lengths of 19%”, 217 and 24”. Special 
lengths furnished upon request. 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. ¢ Centerline (Detroit) Mich. 


NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full particulars! 








z, Wedge- Grip 


CONNECTORS 


Z cit 
SAVE YOU 50% IN COST! 


THEY'RE SOLDERLESS .. . V CORRU- 
GATIONS CLAMP WIRES SECURELY 
HAVE NO SEPARATE PARTS 
REQUIRE ONLY SCREWDRIVER, 
WRENCH OR PLIERS TO INSTALL! 





Pere ec 


BOS WIRE 





Screw 








sR eer 


SC -6X 
SC-4X599 
& c-3x 


SC-6 




















TINGS 
CABLE 
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KEYSTONE OUTLET BOXES — Heavy 
gauge steel construction with 2” or 
combination %2” and %” knockouts. 
Strong BX or Romex clamps assembled 
to box with nested fit for quick and easy 
pulling of wires and lower installation 
costs. Available in 4” Octagon or 
Handy box types... separate or in com- 
bination box and bar hanger assemblies. 


FREE! Keystone's new “value-packed” 
Catalog containing complete information 
on standard Keystone wiring installation 
equipment. Write for your copy today! 


© it pays to “figure on Keystone!"’ 


$C-12K, SC-6 ond 
SC-6X hove extro 
reinforcing plote for 
additional thread 
strength 


On mony connections 
where you have made 
a slow, bothersome 
soldered splice or used 
more expensive con- 
nectors you con wie 
“Wedge-Grips.” These 
handy ccnnectors help 
you stretch labor hours 
ond keep costs down 
Made of pure, high 
conductivity, herd 
drawn copper with 
bronze screws. 





oe 


NEW sronco 


Cushion-Seal’| 


LAMP HOLDER 


\ with ANY EAMP in 
ANY WEATHER» 


Adds hours to lamp life by end- 
ing your worst lamp headaches. 
All-weather seal fits a// lam 

long or short, PAR-38 or R-40 
—assures maximum lamp cool- 
ing and faster heat dissipation. 
Cushion-Seal includes high- 
temperature silicone rubber with 
pressed asbestos sheet barrier 
and aluminum sheet lock. 
Weatherproof cast aluminum 


throughout. F ; 
100,000 — 
CANDLEPOWER 
for only 
300 WATTS. 


Stonco Super 
Spot No. 56 is the 
most powerful 
300W sealed- 
beam spotlight 
ever made. Long-range, oval- 
shaped beam can be rotated to 
exact fixed position desired. 
Available with all standard 
mountings.. Weatherproof cast 
aluminum throughout. 


STONCO ISLAND 
AREA LIGHT 


Porcelain- 
enamel, heavy 
steel reflector 
with built-in 
cast aluminum 
bonnet already 
tapped for 1 
to 5 lamp 
holders — no 
accessories 
needed. Removable cast alumi- 
num front cover plate and hollow 
double-arm yoke saves an hour's 
wiring time per unit. Write 
Stonco Electric Products Co, 


485 
New Jersey. 





for EXTRA LAMP LIFE 





Henry Street, Elizabeth 4, | 


CAMDEN, N.J. — Members of the 
Electrical League of South Jersey were 
recent guests at a dinner and tour of 
the Owens Illinois Glass Co. plant at 
Bridgeton, N.J. The tour of the plant 
consisted of an inspection of machines 
turning out glass containers and cor- 
rugated shipping cartons. 


FLINT—A hunt was sponsored re- 
cently here by members of the Michi- 
gan chapter, National Electronic Dis- 
tributors Assn. The group assembled 
at Comers Restaurant following the 
hunt, for dinner, with C. E. Philpott, 
of the Radio Tube Merchandising Co 
and chapter director, as host. 


CLEVELAND — Member companies 
responsible for programs at Electrical 


League of Eastern Ohio meetings dur- 
ing January include the Ohio Edison | 
Co., General Electric Supply Corp., | 


Hood Electric Corp. and Allis-Chal- 
mers Manufacturing Co. A_ recent 
speaker of the league was Robert 
Clark of the Ohio Bell Telephone Co., 
who talked on TV transmission across 
the United States. Carlson Electric Co 
was the program sponsor 


KANSAS CITY—"The Richest Man 


“Cafinot Buy Ali the Entertainment 
Your Family Can Have Free—on | 


TV!” is the theme of the campaign 


recently concluded by the Electric | 


Assn. here. The association ran a total 
of 608 sales messages over the five 


local radio stations during a month's | 


period. Due to the increased program- 
ming of television this Fall, it was 
decided to gear the campaign to the 
entertainment available on TV each 
day and what the public is missing 


FLUX 


FOR 
SOLDERING-BRAZING 
WELDING 
L. B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE 
CHICAGO 31, ILL. 








CHANNELLOCK 


Wade ouly by CHAMPION DeARMENT 


Let them heft it. feel its strength and 
durabi'ity—try its simple, closely spaced ad- 
justments— see its longer wearing feature of 
no wear on the joint bolt. Channellock pliers 
are produced by Champion DeArment, long 
recognized as a maker of highest quality tools. 


No other product can offer the advantages 
of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock—and you'll 
sell ‘Em 


And remember, Channellock pliers are 
made ONLY by Champion DeArment. Send 
for Catalog D10 today. 


| CHAMPION DEARMENT TOOL CO. 


Meadville, Pa. 
Chanvollock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ““Tools’’ 
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by not having a television set. Each Licensed under United States 


participating distributor or exclusive A U G T i ie LE 


sales agency was allotted a share of 
the spots in which to feature his par- w C R f W @) N ” are ERA 
ticular brand during the $11,750 a 


= CONNECTORS _ Safer and 
MINNEAPOLIS — The Midwest | neater ig 


Electrical Council and the Minnesota 


Electrical Assn. have moved to new | Large a 

offices at 525 South Seventh St. here Small L 
Located in the heart of the electrical Midget 
wholesale district, it is believed that — 
members will find the new location ' 


much more convenient, and also easier 


to obtain parking space. The offices are NO SOLDER, NO TAPE, NO ADDITIONAL TOOLS 


. 3 ; ) . : 
mtn rate phe “< mara The Austin Screw-on Connector is a molded pealic E> —= 
; oe Spay plastic shell with a copper coated spring inserted after 
moved into new offices here at 906 molding. Provides 25% lower electrical resistance and mo wines 
Foshay Tower. up to 3 times the tensile strength. 
Just strip the wires, insert into connector, and 
q on twist. The spring expands and rolls a — gt ee 
OMAHA—According to a Nebraska- conductors. When you stop twisting, the spring tightens 
Iowa Electrical Council survey, 6,797 down and grips conductors firmly. Connector is skirted SCREW ON CONNECTOR 


ceive 7 - ee so insulated portion of wires is drawn upintoconnector — 

TV receivers were delivered by dis for complies sasulasion. anal 

tributors in the Omaha broadcast area j 

during the four-week period ending Write for Information and Prices IT ROLLS THE THREAD ON 
° . e° J 

October 5. Distributor television de- 

liveries for the same period in 1950 


totaled 5,867 sets. THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILLINOIS 

PITTSBURGH —P?. W. Wilson, 
manager of commerc «l service for the 
Kentucky Utilities Co., xaember of the 
plan committee of the National Ade- 
quate Wiring Bureau and chairman 
of the wiring and specifications com- 
mittee for the Edison Electric Institute, 
was the speaker at the recent luncheon 
meeting of the Electric League of 
Western Pennsylvania. Mr. Wilson's 
topic was “What's Behind the Switch.” 








TACOMA—Members of the North- 
west Chapter, National Electronic Dis- 
tributors Assn., heard Ken Kennell, 
past president of the Tacoma Cham- 
ber of Commerce who is now with 
Shafer Terminals, and Eugene Collins, 
certified public accountant, at their 
recent meeting here. Mr. Kennell's ° 
topic was “The Pacific Northwest | Fixture Hangers 
Looks Ahead,” while Mr. Collins spoke 

on “Current Tax and Auditing Prob- | 
lems.” Chapter President H. Tory | 
Horn presided, and Roger Fjelstad, of | Au last you com gut 2 Fistare Benave thet tarne v0 ony anaie che: beine 
the General Radio, Inc, Seattle, and So eat a ee 


director of the Northwest Chapter, screws on to 3%" or 4 outlet en, ee eee an nocouaay- } Sno 
. 1 ished complete with receptacle, two 5S‘ chains, hooks and cord clips. 80 
gave a report on the NEDA Cleveland comer et Hs with bushed hole only, or with 3 wire solid ground receptacle. 
7 y i xle 7eS 1 All Friction-Set Hangers are approved by the Underwriters’ Laboratories. 
Convention. Glenn Reeves, Seattle K100 shown above, List Price $1.18 + Write for Bulletins K25, K26 end K27 
Radio Supply, Inc., was appointed by 


Mr. Horn to be program chairman for SIMPLET | oe 4 Ons 3 Ou O16) 877.8 B a 


the — 2000 ing scheduled for Janu- 3600 West Potomae Aven icago Si, ttiinois 
ary 19 in Seattle. 11 Park Place, New York 7, New York 





FOR INSTANT ALIGNMENT 
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THAT TOUGH 
INTERCOM PROBLEM 
NO ONE ELSE 

CAN LICK... 
may bea natural far 


WHEELER 


Sound Powered 


Ae 


e NO BATTERIES 
e NO OUTSIDE POWER 
@ NO ELECTRICAL HAZARD 
2 NO MAINTENANCE 


Besides being a practical low cost 
system for every day intercom services 
(up to 12 stations), Wheeler Sound 
Powered equipment is SPECIALLY 
adapted to meet UNUSUAL needs 
where added privacy, continuity in 
event of power failure, almost negli- 
gible electrical currents and freedom 
from expense of deterioration ore 


” factors. 


Wide adaptability... ringing or 
visual call... rugged construction... 
special high level units for noisy 
locations. Write us for full details 
and recommendations. 

Available through national distri- 
butors such as G. E. Supply, Westing- 
house Electric Supply, Allied Radio 
or your independens electrical or 
electronic jobber. 


™ WHEELER 


INSULATED WIRE CO., Inc. 
Division of the Sperry Corp. 
1105 EAST AURORA ST. 
WATERBURY 20, CONN. 





MORE FACTS 
ON PRODUCTS 


Heat Lamp Brooders—Steber Man- | 


ufacturing Co. has recently issued a 


| new bulletin covering its expanded 


line of infrared heat lamp brooders. 


| The bulletin illustrates and describes 


single lamp, three, four and six lamp 
units, some of which are equipped 
with switches for manual operation 


| and others with automatic thermo- 
| static control. Bulletin is available 
| upon request from the Steber Manu- 


facturing Co., Broadview, IIl. 


vention ELECTRICAL WHOLESALING 


mention 


| Capacitors—A new two-color book- 


let of 16 pages on fixed paper-dielec- 
tric capacitors is now available on re- 


| quest from the General Electric Co., 
| Schenectady 5, N.Y. The bulletin, 


GEC-809, describes the operation and 
features of the capacitors, their appli- 


cation and operation. It is illustrated 
| with photographs, line drawings and 
| charts showing the deratings for ac 


and dc applicati« Ns. 


when rit ELECTRICAL WHOLESALING 


me 


Pressure Fittings — Two-color, 56- 
page catalog lists and illustrates three 
complete lines of pressure fittings. Also 
listed are connectors, lugs and taps 
for all kinds of copper conductors 
Planned for the user’s convenience, 
catalog’s full-page drawings explain 
the operation of each type of fitting. 
Every listing has a large half-tone and 


a dimensional diagram. A special sec- 





WIRE & = SUPPLIES 
or 
JOBBERS & INDUSTRIALS 


As the subsidiary of Sterling Cable 
Co. Ltd. we import a FULL 
RANGE of high quality wire and 
cable made to U. S. Standards. 

File our address for reference and 
send inquiries for quotation to: 


BEAM INSTRUMENTS 
CORPORATION 


350 Fifth Avenue, New York 1 
LO. 4-0844 














TITCHENER REX 
CABLE STAPLES 


if your customers want stronger 
°° staples at right prices . . . 


if you want satisfied buyers — 
© °° steady repeat orders — liberal 
discounts .. . 


send for samples, prices and dis- 


| Then counts on Titchener’s TEMPERED 


Rex Cable Staples. All types and 
sizes. Write today. 


E. H. TITCHENER & CO. 
91 Clinton St.. Binghamton, N.Y. 
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é : tion is devoted to fittings approved by 
a (ute of the WILTIY 4 the Navy and another shows a wide ’ ° 
Here’s the line of 


‘diel ee | selection of bus bar fittings. Wire 


4 | tables and informative charts are plen- 

’ 

IT $ LOCKED! | tiful. Bulletin #66 is available on quality Fans 
| request — on company letterhead — 


from The Thomas & Betts Co., Eliza- to boost your 


: beth 1, NJ. 

abe | profits and reputation! 
INTERLOCKING bp when *r'tin9 ELECTRICAL WHOLESALING 

DEVICES a 





Beam Load Selector—Unistrut Prod- 
ucts Co. has made available a pocket- 
| size beam load selector which has been 


Got a wire connection problem on indus- | devised for those who specify or use 
trial equipment? New TURN-TYTE Cord | ¢ : eon . 

Connectors, Caps and Receptacles are metal framing. Selector determines 
your answer! | amount of weight which can be sup- 


ported by sections under varying con- 
ditions of span or unbraced height. 
Selector also accurately determines 
number of sections required to sup- 
port a given load. Selector is available 
from the Unistrut Products Co., 1013 | 
W’. Washington Blvd., Chicago 7 
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FOR YOUR FREE 
Wiring Guide—A 57-page guide in COPY TODAY! 


Slight turn locks them TIGHT! mimeographed form, with six charts, 
es eae a oe ae contains information on conducting | Engineering Bulletin 3222-F gives you 
onnector ly. Two pieces of molde = : ood ‘ the facts on a complete selection of 
bakelite, with armored base and cord practical demonstrations of g sted fans for the best i on your jobs. 
clamp. Bronze contacts coated to resist ing practices and motor installations And it belps you when you install fans 
rust and corrosion. Available in 10-15 for the farmstead. It has been develop- | backed by the name “Buffalo” because 
gs (PSone ed primarily as an aid to teachers in | it’s fespected industry-wide! For sturdy 
- 5 Rigibdcre 7 construction, for efficiency shaped 
vocational agricultural schools, 4-H | blades and dynamic wheel balance— 
Club instructors and leaders of youth | for general good performance and easy 
5 The guide. “F Wiring maintenance—you're ahead with “Buf- 
groups. ne =guide, arm Iring falo” every time! So write for Bulletin 
Demonstrations for Group Presenta- 3222 F now and look into these popu- 
tion,” explains in detail each step in '** fans. Below are just four of them: 


the demonstrations, and the reasons 
governing the procedures. Its five sec- 
tions cover the basic principles of wir- 
ing circuits; principles of wiring 
switches; installing outlets and switch- 
es; selection, operation and care of 
electric motors; and planning the farm- Belted Vent Set 7° Been Gan 


—_— 








...they’re fully INTERCHANGE- 
ABLE with other makes! 
TURN-TYTE 2 Wire Armored Cap 
with cord clamp. Bakelite with brass 
blades. Available in 10-15 amps (# 1206) 

and 20 amps (# 1226). 
SOLD CNLY THROUGH 
LEADING WHOLESALERS 
For more information on these and other 
new TURN-TYTE devices plus details 


on how you can sell this profitable new BUFFALO FORGE COMPANY 


line, write today. 214 Mortimer St., Buffalo, N. Y. 


Also Available: 3-Wire, Polarized and Canadian peer & —- G., Led., 


Grounded. 10-15 Amps and 20 Amps. rie tal 
i 
WMAMEDIATE DELIVERY! Sales Representatives io all principal Cities 


“ RODALE gf? FIRST 


Baby Vent Set Breezo Fan 











MANUFACT IN Tien 1455 SPRING GARDEN AVE., 
tesa am nia Phat wn ntl that FOR FANS 
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“Why in the world should I have another 
phone just for intercom, when my regular 


switchboard can handle the job?” 


Famous last words these. Because actual 


experience proves (as you probably know) 
that switchboards doing double duty han- 


diing both outside and inside calls often 


double up from overwork. But with a 


Couch Private Phone System on the job, 
valuable outside lines are freed . . . un- 


necessary calls are kept at a minimum .. . 


and many regular phones used only for 


intercom, can be eliminated 


Fest way to find out what a Couch Phone 
System can do for you is to 
write outlining your require- 


ments 


Couch Systems available 
for 2 to 50 lines 

TYPE 52 
Wall handset 
with four buttons. 
Suitable for smali 
selective signalling system. 











COUCH AUTOPHONE SYSTEM 





occ Cn 
simplified 
dialing 


30 or SO line systems . . . “one shot” 
dialing saves time, eliminates manually 
operated switchboard . . . simple, rugged, 


‘NX 














inexpensive. 
L/S \y/ = 
j: HEEOUCH co., ine. 
Oept. 412 No. Quincy 71, Mass. 
. Hospital 


Private Telephones for Home and Office . 
Signaling Systems . . Apartment House Telephones and 
Mailboxes . . . Alarm Systems for Industriel Plants 
and Public 


110 


stead wiring layout. Wiring boards 
upon which the various functions of 
electric equipment may be visualized 
are illustrated with suggestions for 
their construction. The guide may be 
obtained from the Commercial Divi- 
sion, Edison Electric Institute, 420 
Lexington Ave., New York 17, at fifty 
cents per copy. 





Mnee cit'"® ELECTRICAL WHOLESALING 


Radiant Heat—Descriptions of new 
radiant heating units are given in an 
eight-page, illustrated catalog. Speci- 
fications of the units, along with meth- 
ods of installation are also included. 
Illustrations show how radiant heat 
panels are used in various rooms of 
home. Requests for catalog may be 
sent to Appleman Glass Works, Ber- 
genfield, N.J. , 


when writinS ELECTRICAL WHOLESALING 


Switches—Illustrated, 12-page folder 
shows in detail many combinations of 





switches and provides engineering 
data, ratings, dimensions and mount- 
ing types. Switches described are made 





Mr. Manufacturer: 
We want to sell for you 


Leading Sales Agency covering 
Indiana, Illinois, Iowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


4 SALESMEN 
CHICAGO WAREHOUSE 


We'll give you complete cov- 
erage and a productive and in- 
telligent sales effort. 


RA 2072 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 





ELECTRICAL SALESMAN 





sulators and wiring devices; | 
excellent opportunity; good 
salary, fine living conditions, | 
rapidly growing manufacturer. 
All replies strictly confiden- 
tial. 


| RW2501 Electrical Wholesaling 


| 520 N. Michigan Ave., Chicago 11, Ill. 








Familiar with high voltage in- | 





“EASY TO FISH” 








ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 














Mine Y HtMe 


OKONITE and 





MANSON tapes 
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Easy to Sell 
BECAUSE THEY ARE 
DEPENDABLE IN 
QUALITY & DELIVERY 





VAPORPROOFS 


MULT! 





LISTED BY UNDERWRITERS’ LAB 
SEND FOR 
CATALOG ON 
COMPLETE LINE 








100 W. G 200 W. FOR 8B OR 
CAST BOX MOUNTING 





PENDENT FIXTURE WITH 
PORCELAIN ENAMELED ANGLE 
REFLECTOR 





500 WATT PENDENT WITH 
PORCELAIN ENAMELED REFLECTOR 





ELECTRIC MFG.., Inc. 


4223 W. Lake St. Chicago 








| many others. Information is also car- 


| No. 433 is available from the Mitchell 


| Shielded troffers, strip lighting units, 


for controlling electrical circuits oper- 
ating at current ratings of 10, 25, 60, 
100, 200 and 500 amperes and voltage 
ratings from 115 to 600 volts ac and 
up to 250 volts dc. Copies of folder 
are available from the Appliance Con- 
trol Division, The Arrow-Hart & 
Hegeman Electric Co., Hartford 6, 
Conn. 


When writing 
mention 


ELECTRICAL WHOLESALING 
Lighting Units—Two-color, illustrat. 
ed catalog of 28 pages describes in 
detail complete line of commercial 
fluorescent lighting units. Contains 
lighting units for schools, restaurants, 
offices, public buildings and institu. 
tions. Featured are slimline models; 
open-type, glass shielded and louver 


streamlined shielded luminaires and 


ried in the catalog regarding accessory 
equipment for the luminaires. Catalog 


Manufacturing Co., , 2525 Clybourn 
Ave., Chicago 14. 


When 
mention 


writing 


ELECTRICAL WHOLESALING 


<n 





Manufacturers Representative 
Available 


To handle 2 or 3 additional lines 
sold to wholesale electrical supply 
and wholesale hardware houses 
— can be handled as a side- 
ine. 


Territory now covers Western Ken- 
tucky, Middle and Western Ten- 
messee, northwest quarter of Ala- 
bama, northern half of Mississippi 
and the entire state of Arkansas. 
Cover area twice each quarter. 


RA2480 Electrical Wholesaling 


520 N. Michigan Ave., Chicago 
11, OM. 




















SALES MANAGER 
LIGHTING FIXTURES 


Leading manufacturer of complete line of 
fluorescent, slimline, louvred ceiling and 
incandescent lighting fixtures seeks capa- 
ble man to handle sales organization. 

We are well established in territories coast 
to coast and we are only interested in man 
thoroughly familiar with lighting fixture 
field and willing to locate in N. Y. Salary 
plus commission. 
Must have all details ond references in 
first letter which will be held in strictest 
confidence. Our men know of this ad. 
Reply only if you meet above qualifications. 
P2547 Electrical Wholesaling 


UNIVERSAL 
PORCELAIN 
INSULATORS 


o UNIVERSAL 


aU \ A) -lololtlataeee 
1549 EAST FIRST ST. 








330 W. 42 St., New York 18, N. Y. hy Ua eee) @ amelie 
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MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools ...in greater 
demand than ever before 


Here are electricians’ tools designed spe- 
cifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand... 
talk about them on every call and profit hand- 


somely. 
GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pre- 
cise bends in 
ipe up to §”’, 
rid + thin- 
wall conduit, 
tubing, bus- 
bars 


CONDUIT and PIPE BENDERS Owners report 
as high as 75% 
savings in man hours. . . and the cost of many 
manufactured bends and fittings is entirely 
eliminated. Compact, portable, easy to set u 

and operate exactly when and where w mechs 
In timesavings alone the Greenlee often pays 


for itself on the first job. 

GREENLEE HAND nd 
BENDERS for quickly 
making small radius bends 
in steel, copper, brass and 
aluminum tubing, conduit 
or pipe. Especially de- 
signed to make neat bends 
up to 180° for sharp nooks 
and corners. Several types 
and sizes 


HAND BENDERS 


GREENLEE KNOCKOUT 
PUNCHES AND CUTTERS 
for making smooth openings 
up to 44” in 1}4 minutes or 
less in metal, hard rubber or 
bakelite. Simply operated — 
turned with an ordinary 
wrench. Eliminate tedious 
drilling and filing. Another big 
timesaver, too, is the Greenlee 
HydraRam Knockout Punch 
Driver, a powerful portable 
hydraulic tool which drives 
Greenlee Knockout Punches 
through 10-gauge metal in a jiffy to make 
openings for 44” to 4” conduit 

OTHER GREENLEE TIMESAVING 
TOOLS: Hydraulic Pipe Pushers; Electricians’ 
Auger Bits; Bell Hangers’ Drills; Bit Exten- 
sions ; Expansive Bits; Joist Borers; Spiral Screw 
Drivers; Automatic Push Drills and many others. 


= 
GREENLEE 


KNOCKOUT 
PUNCHES 


Write today for sales facts, descriptive literature and 
salesmen's catalog pages on the Greenlee Line. 
Greenlee Tool Co., 1852 Herbert Ave., Rockford, Ii. 
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> No Better Name 


pct me Th an WY ith 
ee Balaucse 
Plastic Tapes... 


PACKED 
CONVENIENTLY 


: PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Frietion Tepe 
fey... biel. F MASSACHUSETTS SEM 





Add up the facts 


...and 


multiply sales! 


When information amounts to 
a fact—straight from the source— 
it can be used to add impact, espe- 
cially at the critical moment when 
the customer is deciding whether 
or not he should buy. 


For instance, you might use the 
message appearing at right in this 
respect. Point out to your fuse 
prospects HOW the Paul Lime 
Plant cut production losses and 
eliminated motor burnouts by 
changing their entire plant over to 
Fusetron fuses. And HOW the cost 
of this changeover was paid for 


more than ten times over. 


Add up the facts — summarize 
their benefits — and you can look 


for an increase in sales. 


For additional facts, just turn 
to the Fusetron bulletin in your 


binder 


“The cost of changing to FUSETRON 

dual-element FUSES has been paid 

for more than ten times over in 
sustained production time” 


. says Mr. John H? Van Houten, 


“Prior to February, 1948 we used ordinary renewable 
fuses throughout our plant, They gave us short-circuit 
protection but we lost a great many motors due to single 
phasing, excessive heating and climatic conditions. 


“When a motor goes out in a plant like ours, it costs us 
a loss in production that is difficult to make up 


“In February, 1948 we changed the whole plant over 
to FUSETRON fuses. On the motors we installed a size 
to give motor running protection. 


“We have completely eliminated motor losses due to 
single phasing and believe we have better all-around 
protection than before. 


“Our records show that the cost of changing to 
FUSETRON fuses has been paid for more than ten times 
over in sustained production time. 


“Whar more could we ask?” 
John H. Van Houton 
duction 
Can Cut Pro ° 
Losses and Save —e 
Their Cost by a 
to F USE FUSES 


You too, 


TRUSTWORTHY NAMES IN 
ELECTRICAL PROTECTION 


DON’T RISK LOSSES! 


One lost motor... 
One needless shut down... 
One destroyed switch or panel 
One burned out solenoid. . . 
May cost you far more than replacing 
every ordinary fuse with a FUSETRON 
dual-element fuse. 


Write for complete facts. 


BUSSMANN MBFG. CO., University at defferson, St. Louis 7, Mo. 
(Division of McGraw Electric Co.) 








